ANY 


sident 


NOIS 



















\ | S| 








on 
—— 
—_— 


ie| l= 


—— 





an) 


Recaid 
















































The 
Spring Drive 


The agency force of the 
Peoria Life opened its spring 
drive ahead of the season with 
its great annual Bring Home 
the Bacon campaign, a com- 
pany tradition of long standing. 

There has been discussion 
pro and con about the value of 
sales contests. Peoria Life 
campaigns have neither the 
purpose nor the effect of ac 
cumulating a great volume of 
hastily written, high pressure 
business. As a matter of fact, 
the persistency of our “con- 


test” business compares fa- agement, stimulate the prof | 

vorably with the record of the itable success of Peoria Life ' 
general business of the com- agents—make them more ef 
pany. fective, useful, and prosperous 

. °¢ , rT ; . 7 : _ _ | 

Among Peoria Life agents members of the life insurance | 

themselves, no difference of profession 
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opinion regarding the advan- 


tage of contests exists. They 
cast a solid and enthusiastic 
vote for such campaigns as 
Bringing Home the Bacon, 
now in progress since Feb- 
ruary 1, 

Directly, the Bacon drive has 
an immediate and decisive 
effect on their earnings. In 
directly, it gives them a fresh 
incentive, encourages habits 
of regular effort and consistent 
activity that are reflected in 
months to come. 

The Bring Home the Bacon 
campaign is just one of many 
features on the Peoria Life 
calendar that inspire’ en 
thusiasm, counteract discour 

































Peoria Life Insurance Company 


PEORIA, ILLINOIS 

















NEW YORK LIFE INSURANCE COMPANY 


51 MADISON AVENUE, NEW YORK, N. Y. 





88th ANNUAL STATEMENT « DECEMBER 31, 1932 














A’ Mutual Organization 
Founded in 1845 


Incorporated under the Laws of 
_ the State of New York 


BOARD of DIRECTORS 
December 31, 1932 





JOHN E. ANDRUS 
Manufacturer, Arlington Chemical 
Company 


NATHANIEL F. AYER 
Treasurer, Cabot Manufacturing 
Company 
(Textiles) 


CORNELIUS N. BLISS 
Chairman of the Board 
Bliss, Fabyan & Compan y 


HENRY BRUERE 
President, 
Bowery Savings Bank 


MORTIMER N. BUCKNER 
Chairman of the Board, 
New York Trust Company 


THOMAS A. BUCKNER 
President 


NICHOLAS MURRAY BUTLER 
President, Columbia University 


CHARLES A. CANNO 
President, Cannon Mule Company 


*CALVIN COOLIDGE 
Former President of the United States 


GEORGE B. CORTELYOU 
President, C d Gas Company 





WILLIAM H. DANFOR 
Chairman of the Board, > Purina 
Company 


JAMES G. HARBORD 
Chairman of the Board, Radio 
( poration of America 


CHARLES D. HILLES 
N. Y. State Manager, 
Employers’ Liability Assurance Corp. 


HALE HOLDE 
Chairman of the Board, Southern 
Pacific Company 


CHARLES EVANS HUGHES, Jr. 
Hughes, Schurman &@ Dwight 


ALBA B. JOHNSON 
Retired 


PERCY H. JOHNSTON 
President, Chemical Bank & Trust 
Company 


WILLARD V. KING 
Retired 


GERRISH H. MILLIKEN 
Deering, Milliken & Company 


FRANK PRESBREY 
Chairman of the Board 
Frank Presbrey Company 


GEORGE M. REYNOLD 
Chairman of the Board, _—- 
Illinois Bank & Trust Company 


J. BARSTOW SMULL 
Vice-President, J. H. Winchester & 
Company 


JESSE ——> yey 
President, R. H. Macy & Company, Inc. 


RIDLEY WATT 
Director, Chemical Bank & Trust 
Company 





*Died January 5, 1933. 


Elected January 11, 1938: 


ROBERT E. DOWLING 
President, City Investing Co. 








To the Policy-holders and the Public: — 





During the year 1932 the New York Life Insurance Company paid to its living policy-holders and 


to the beneficiaries of those who died, the sum of 


$255,200,187.69 


It met every obligation from its current cash income, made new investments during the year amount- 


ing to 
$46,623,111.32 


and closed the year with a larger amount of cash in bank than at any other year-end in its history. 


The assets of the Company amount to 


$1,974,076,041.43 


The total liabilities of the Company amount to 


included in which are policy reserves calculated upon oh most conservative basis used by Life Insur- 
ance companies; a provisional apportionment of $52,059,288 for 1933 dividends to policy-holders, and a 


special reserve, not required by law, of $36,630,709.74 


Its unassigned funds (surplus) over all liabilities amount to 


$113,969,907.89 


New paid for insurance effected during 1932 amounts to over 


$521,000,000 
At the close of 1932 the Company had outstanding insurance in force of over 


$7,300,000,000 


The total income of the Company during the year was 


$407,235,904.31 


The following table shows the assets of the Company under various headings and the percentage of 


each to the total: 


Description of Investment Asset Value 
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Per Cent to 
Total Assets 











ee oad chee eeeeebeth ewes $  27,697,604.76 


United States Government Bonds................-.-+seeeee% 56,009,519.74 
State, County and Municipal Bonds.................-.+++++: 129,486,343.11 
ES CY SOUND, oo cv cccrenccccccccccveseescoscescoses 147,550,734.61 
a cae rah le Se ae a alee ae Nae 19,187,336.03 
i oe late easel dh dha ein ww 376,878,012.42 
Canadian Bonds (Dominion, Province, City, etc.)............ 38,847,205.78 
United Kingdom of Great Britain and Ireland Bonds......... 4,987,377.90 
eae PRR TOMER. oo cc cccscccccccccscccccccccccccccecs 2,359,029.10 
Preferred and Guaranteed Stocks...........scccccccccsccess 80,883,896.00 
Real Estate Owned (including Home Office) ................. 48,146,598.73 
First Mortgages on City Properties. ................-+++++++: 529,478,296.81 
SE NES GIR UID. coscccccwnccecsccccesccccososcece 22,451,275.96 
ST MUDD ncncdevdsesncvctvecesesescescescccsseccsesses 419,798,911.98 
Interest and Rents Due and Accrued...................0445: 36,168,670.83 
re ae ead dapat 34,145,227.67 





, eeerrrrerrr ry er rrerrrrTrTirT TT re rr re TT rr er $1,974,076,041.43 


(In this statement, bonds not subject to amortization and all 
Preferred and Guaranteed stocks are walued on basis pre- 
scribed by the National Convention of Insurance Commissioners. 


Thomas A. Buckner 
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Banks’ Moratoria 
Creating Problem 


Life Companies Doing Everything 
Possible to Relieve Effect 
on Policies 


GRACE PERIOD EXTENDED 


Premium Checks Being Accepted for 
Collection to Maintain Insur- 


ance in Force 


NEW YORK, March 2.—Life com- 
panies are doing everything in their 
power to see that their policyholders do 
not suffer from the bank holidays that 
have been declared in several states. 
Some companies have made a general 
extension of the grace period on any 
policies in which the end of the period 
occurred during the bank's inactivity or 
during the restrictions 
withdrawals. 
for example, extended its grace period 
to Feb. 28 in Michigan and then before 
that date further extended it to March 
10. 

Where checks are being received on 
banks which are or were temporarily 
closed because of executive proclama- 
tion, as in Michigan, Maryland, Ohio 
and Indiana, the procedure is to put 
them through “for collection,” as the 
companies’ banks of course cannot ac- 
cept for deposit in the regular way. 


Cannot Deposit Checks 


subsequent on 


One prominent company, 


Even in the case of Michigan, where 
the holiday ended Feb. 23, checks re- 
ceived here on Michigan banks cannot 
be deposited, as the restriction on with- 
drawal of deposits allows only 5 per- 
cent of a depositor’s funds to be taken 
out, and this only for emergencies. 

Whether life insurance premium pay- 
ments would be considered “emergency” 
by the authorities is considered an aca- 
demic question, as the assumption is 
that nearly everyone immediately with- 
drew his allowed 5 percent for imme- 
diate needs. 

Companies which have not made a 
general extension of the grace period 
are facilitating payments of small 
amounts by policyholders to carry the 
msurance beyond the period of the bank 
holiday fund shortage. 

Companies have been surprised at the 
amount of premiums being paid in cash, 
currency being sent by registered mail. 

\n unlooked-for feature of the bank 
holidays has been the lack of any in- 
crease in the policy loan demand. — Ap- 
parently policyholders prefer to keep 
their life insurance reserves in the hands 
of the life companies. 
meen — have been pay- 
th : y 1olders and beneficiaries 
ough local banks in the states af- 
oy 
hantes Saget ne. ame out o ooo in 

Tis enemies I S not affected. ; 
vevveniing an _ moratorium on cash 

policy loan values nat- 





Asks That Superintendent 
Be Granted More Power 


VAN SCHAICK GIVES VIEWS 


New York Official Supports Measure to 
Give His Office More Author- 
ity on Valuations 


NEW YORK, March 2.—Unless the 
proposed measure designed to give the 
superintendent of insurance the power 
to determine the basis of valuation for 
the assets of insurance companies is 
passed at the present the 
legislature a situation may arise before 
the end of this year which the New York 
department may be unable to control, 
Superintendent Van Schaick declared at 
a joint hearing of the senate and house 
insurance committees at Albany. 

The hearing evoked a considerable dif- 
ference of opinion from representatives 
of insurance companies and organiza- 
tions. Most of the opposition centered 
around the measures conferring what 
some considered arbitrary authority on 
the superintendent. Mr. Van Schaick 
urged the necessity of passing these 
measures. 

Strong approval was expressed by a 
number of representatives for a measure 
which would make it illegal to circulate 
rumors about the stability of insurance 
companies. It is believed that this would 
go far toward discouraging the promis- 
cuous switching of policies. 


session ol 


urally is being discussed again at this 
time. The moratorium fever is in the 
air and many life company executives 
feel that application of the moratorium 
principle on a one-sided basis cannot be 
continued indefinitely. That is, the life 
companies feel that they should not be 
expected to carry on the banking func- 
tions in states where bank holidays have 
been declared. Their income from those 
states is shut off to a large extent, be- 
cause many people will request that 
their cash values be used to pay the 
premium. In addition people in those 
states are drawing on insurance reserves 
for current necessities. 

There is nothing resembling a move- 
ment in life insurance circles to bring 
about any kind of moratorium on pay- 
ment of cash values, but the idea is 
being discussed. 

Policy Moratorium Remote 


A single state could not declare a 
moratorium on cash values for the life 
companies in that state, because such a 
step would naturally damage greatly 
the standing of those companies. A 
single company could not take the step 
unless it was willing to give up the ship. 
A life insurance moratorium would 
have to be national, and there is no ma- 
chinery for bringing such action. 

For policyholders in states where a 
banking moratorium exists, most life 
companies are showing the greatest len- 
iency. If there is any equity in the 
policy, that value is being applied to 
keep the insurance going. If there is 
no such value, some of the companies 
are offering the policyholders extension 
agreements at the cost of $1 per $1,000 

(CONTINUED ON PAGE 18) 
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Commissioner of Wisconsin 
Reports Officers’ Salaries 


LISTS INSURANCE PAYMENTS 


Total for Life Companies is $6,513,022— 
Five Presidents Average $135,000 
in 1932 


MADISON, WIS., March 2.—A to- 
tal of $16,178,902 salaries was received 
in 1932 by 1,113 officers of insurance 
companies operating in Wisconsin, Com- 
missioner Mortensen reported to the 
assembly in response to a _ resolution 
calling for reports on salaries paid to in- 
surance, utility and railroad company 
officers. Mr. Mortensen’s report covers 
approximately 275 of the 400 carrters op- 
erating in Wisconsin. He will make an 
additional report when data is received. 

The report reveals that one board 
chairman received $101,750 salary last 
year, a first vice-president $90,500, and 
five life company president total salary 
of $675,400. 

Salaries paid officials of the life com- 
panies included in the report totaled }$6,- 
513,022. Fire company executives re- 
ceived $5,418,166, casualty company of- 
ficials $3,481,520, and officials of trater- 
nals $766,194. 


Signature of Beneficiary 


Asked for Loan, Surrender 


Some companies have adopted a de- 
vice that successfully slows up the pay- 
ment of policy loans and surrender 
values and therefore gives the company 
opportunity to influence the policy- 
holder in behalf of permitting his 
money to stay with the insurance com- 
pany. That method is the requirement 
of the notarized signature of the bene- 
ficiary on the application for policy loan 
or surrender value. Che companies, 
following this method, are not seeking 
to dodge their obligations, but are 
merely using this device to give the 
policyholder an opportunity to think 
over the step he contemplates taking. 


an 





Commissioners, A. L. C. 
Men in Emergency Meet 


A number of the officers and 
members of the executive commit- 
tee of the National Convention of 
Insurance Commissioners gath- 
ered in Chicago for a_ special 
meeting this week in view of the 
effect of the bank moratoria on 
the life insurance business. The 
call for the meeting was issued 
by Superintendent J. B. Thomp- 
son of Missouri, who is chairman 
of the executive committee of the 
National Convention of Insurance 
Commissioners. Several leaders 
of the American Life Convention 
also gathered in Chicago for a 
special meeting because of the 
critical times. All parties are 
anxious to work out some plan 
that will prevent insurance com- 
panies from being subjected to un- 
precedented pressure. 
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Safeguard Thrifty 
in Farm Solution 


Moir Criticizes Farmers for Seek- 
ing to Shift Speculation 
Losses 


CITES PERTINENT FACTS 


President of United States Life Ana- 
lyzes Real Estate Holdings in 
New York Talk 


YORK, March 2 
criticism in the talk of 
United States 
Statistical 
“Farmers,” 


Farmers 


NEW 
came in for 
Moir, 


before 


president 
the 
Association's meeting here. 


Henry 
Life, American 
he said, “speculated in land when crops 
were plentiful and prices good, just in 
the 
ulated in 


moneyed 
Now 
from the results of 


Same way as men 


stocks. 


spec- 
there is an out- 
cry to protect them 
expense of 


the 


partly at 
partly at 


their own acts 


their creditors and ex- 
the nation.” 

In cases where the property 
have been reduced markedly, the owner 
of the equity wants the owners of the 
first and second mortgages to share in 
the loss. If the owner had made a profit 
instead of a on his investment, 
asked Mr. Moir, would he have shared 
the amount with the mortgage holders? 
Or would the second mortgagee share 
his bonus with the first? 


Must Consider Thrifty 


pense of 
values 


loss 


In any legislation thrifty persons who 
their money and look forward to 
a peaceful old age with income from 
mortgage interest, must be considered, 
said Mr. Moir. “The thrifty and well 
behaved deserve more kindly thought 
than the speculators for a rise, whether 
in lands or in stocks, who happen to 
have been caught in the slump.” 

Mr. Moir analyzed the real estate 
holdings of three companies, excluding 
home office buildings. Since 1929, these 
holdings increased from $18,000,000 
to $75,000,000 for 1932. At the same 
time mortgage loans decreased from 
$641,000,000 to $604,000,000. Normally 
mortgages net something more than 5 
percent, but in 1932 on their $75,000,000 
real estate holdings, the three companies 
had to pay out $1,300,000 in taxes, main- 
tenance, etc., instead of receiving a nor- 
mal $3,750,000 yield. This, he says, is 
a typical situation in respect to farm 
loans and mortgages, the f which 
falls on policyholders. 


Save 


loss of 


Farm Property Troublesome 


“There is no desire on the part of 
companies to own farm property,” said 
Mr. Moir. “Farms especially are 
troublesome and if an intelligent and 
honest owner of a farm fails to pay his 
interest the life companies in their own 
selfish interests (which means in the 
interest of the policyholders) will al- 
ways allow a man to work his own farm 

{CONTINUED ON PAGE 18) 
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Sign of Prosperity’s Early 
Return Is Seen by Luther 





COUNTRY NO LONGER PANICKY 





Aetna’s New York City General Agent 
and Retiring Vice-President 
Speaks in Chicago 





Prosperity is on its way, because the 
American people have stopped being 
panicky, K. A. Luther, vice-president 
Aetna Life, who retires to become New 
York City general agent, told the sales 
congress of the Chicago agency of the 
Aetna. He pointed to the calm way in 
which the Michigan bank moratorium 
was received as evidence of the truth of 
his statement and said he shuddered to 
think what would have happened even 
18 months ago with this news from 
Michigan. 

Mr. Luther expressed confidence in the 
ability of President-elect Roosevelt to 
lead the country out of its difficulties. 

He emphasized the stability of life 
companies generally throughout the last 
three years, pointing out that when 
banks closed and a shudder ran through 
the financial world because of frozen 
loans, life companies came to the rescue 
and helped bridge over the chasm by 
buying choice securities held by banks, 
thus serving to finance them. 

Tells of Cash Demands 


He admitted it was a trying time even 
for life companies. Every one was pan- 
icky. Bankers called many loans. Peo- 
ple borrowed heavily on their life insur- 
ance and in 1931 and 1932 the cash 
demand on large companies was follow- 
ing receipts entirely too closely for com- 
fort. 

He said the troubles of this period 
demonstrated the value of a long exist- 
ence and a wide spread in life companies. 
Out of it is coming a new understanding 
of values. Individuals and concerns of 
this country must rehabilitate and read- 
just their personal and business struc- 
ture. 

He finds life insurance one of the 
greatest businesses in the world because 
in face of all the demands made on it 
in the last three years it has not faltered, 
except in a few instances of spendthrift 
management which, he said, always will 
come to sad accounting. 

Great Demand Is Coming 


The reserves of many life policies have 
been damaged by borrowing and sur- 
renders. These must be and will be built 
up, he said. The public will want more 
and better life insurance when normal 
times return. 

He finds this the greatest time in the 
life of the country, its institutions and 
its people. Undoubtedly many more will 








Writes 20th Application 
in Block of Residence 


D. L. Hoerr, a member of the 
St. Louis branch of the Missouri 
State Life, since Nov. 6, 1923, has 
written his 20th application on 
residents of the block in which he 
lives. Every one of these policies 
is still in force. 

In one family he placed four 
$1,000 policies on the 20-payment 
life increased benefits plan, one 
policy for each child in the family. 
In two other families, three child’s 
policies were written and placed. 
In addition to the policies written 
and delivered to his 20 neighbors 
Mr. Hoerr secured at least two 
good leads from each family. 














fall by the wayside, but he believes those 
who survive will be better because of the 
purging. 

He preaches the gospel of doing the 
job well without thought principally of 
the reward to be gained. Men in the 
business should fit themselves to per- 
form a valuable service, when opportu- 
nity will open the door. 

He said it does not take a very high 
grade of intelligence to sell merchandise 
called for over the counter by the public. 
If ribbon clerks could sell life insurance 
over the counter, there would be no de- 
mand for agents. But, he said, it takes 
great courage and fortitude to sell life 
insurance. 

Consideration for Competitors 


He contrasted methods of 35 years 
ago when he entered the business with 
those today. Then a $1,000 policy was 
the standard. It was death protection. 
Underwriters are no longer thinking in 
thousands; they are analyzing people’s 
needs, arranging programs. He said if 
they are smart and sincere, they will 
analyze their client’s needs with due con- 
sideration for competitors’ policies and 
the reward will be that compensation 
which proper service always returns. 


K. C. Actuaries Hear Young 


KANSAS CITY, MO., March 2.— 
J. R. Young, actuary and assistant man- 
ager of the American Life Convention, 
spoke at the meeting of the Kansas City 
Actuaries Club. J. A. Budinger, ac- 
tuary Kansas City Life, gave a “Brief 
Mortality Study,” which was followed 
by an informal discussion of state super- 
vision. J. C. Higdon, vice-president 
Business Men’s Assurance, presided. 
W. T. Grant, president Business Men’s; 
Daniel Boone, president Midland Life; 
Ralph Rice, president National Fidelity, 
and B. Reynolds, president Kansas 
City Life, were guests. 


Farm Mortgage Problem 
Studied in Many Sections 


CONFERENCE IN NEW YORK 





Legislatures of Many States Consider 
Bills to Alleviate Suffering 
of Borrowers 





Although it has been shoved into the 
background by bank moratoria, the 
farm mortgage foreclosure problem has 
been grinding along toward some con- 
clusion and demanding much of the 
time of company officials. Many legis- 
latures have been considering measures 
to relieve conditions. 

In New York, Governor Lehman, life 
company and savings banks representa- 
tives conferred Feb. 24 on home and 


form mortgages, the governor an- 
nouncing he had been pledged that 
mortgagors would be accorded the 


“utmost degree of consideration and co- 
operation” on the merits of each case. 

Bills were introduced in the Michi- 
gan legislature to declare a virtual mora- 
torium on mortgage foreclosures for 
two years. Review of contracts, either 
by the creditor party or a court of record 
in which attempt was made to enforce 
the contract, and modification of “unjust 
and burdensome” provisions would be 
authorized by another bill. 

Many Missouri Measures 


Some 20 measures are before the Mis- 
souri legislature designed to give relief 
to city and farm property mortgagors, 
forbid foreclosure, granting of deficiency 
judgments, etc. None has been passed; 
one bill to permit circuit courts to en- 
join real estate foreclosures and name 
receivers was killed. The senate is 
considering a bill to grant a two-year 
moratorium on real estate foreclosures, 
and another for 18 months’ redemption 
period. 

One bill would compel holders of 
deeds of trust to pay taxes on them, 
and mortgagors could ignore interest 
due mortgagee for a year for failure 
to declare the mortgage for tax assess- 
ment. This would drive mortgage 
money to other investments, such as tax 
exempt federal bonds. 

Gov. Floyd Olson of Minnesota pro- 
claimed a moratorium on mortgage fore- 
closures until May 1. Legality of the 
edict was questioned but the governor 
declared his duty is to preserve law and 
order, and the situation rapidly was get- 
ting out of hand in some sections. His 
was an emergency measure to give the 
legislature time to consider proper ac- 
tion, but that body so far has not 
moved. 

One mortgage measure, extending the 





(CONTINUED ON PAGE 10) 








FIGURES FROM DECEMBER 3i, 1932, 
LIFE COMPANIES ___ 








STATEMENTS 








Total Change 
Assets in Assets 
§ $ 

Amer. Natl., Texas... 49,447,501 1,765,713 
Bankers Natl, N. J.. 3,237,652 287,640 
Brooklyn National.... 1,287,004 132,259 
Bldg. & Loan, W. Va. 244,619 —23,620 
Canada Life ......... 216,643,638 12,249,629 
Colorado Life ....... 2,502,842 181,718 
Farmers & Bankers.. 11,058,897 855,087 
Great West, Can..... 135,738,365 167,124 
Internatl. Trav., Tex 224,398 —1,993 
Michigan Life........ 5,308,881 —557,645 
Morris Plan Soc...... 1,709,162 —73,134 
Mutual Benefit, N. J. 588,872,127 —1,108,234 
New York Life...... 1,974,076,041! 83,951,161 
Northwestern L. & A. 318,016 20,019 
Protective Life, Ala.. 7,904,993 —96,676 
Rio Grande Nat., Tex. 314,951 22,810 
St. Louis Mut....... 3,137,982 —114,518 
Sentinel Life, Mo.... 1,228,631 —13,493 
State Farm Life, Ill. 806,024 140,823 
Union Life, Kan..... 670,654 127,914 
Union Pacific, Neb... 1,017,339 536,100 
Neb.. 138,087 —5,155 


Western Union, 


‘Asset value of stocks and bonds not subject to amortization ascertained in accordance with formula 


vention of Insurance Commissioners. 


“In addition the company has a special contingency fund of $36,630,710. 
®Does not include special reserve for delinquent mortgages $23,475. 








Change Prem. Total Benefits Total 
New Bus. Ins. in Force in Ins. Income Income Paid Disburse. 

Surplus 1932 Dec. 31, 1932 In Force 1932 1932 1932 1932 

$ 3 $ 3 3 z $ 

5,425,757 173,856,138 482,754,596 —59,299,505 11,985,720 14,437,606 6,694,789 12,037,505 
259,7228 23,789,947 58,331,233 —7,044,115 1,471,656 1,836,269 733,488 1,267,820 
93,010 4,628,912 20,248,793 —2,353,9354 449,630 503,695 161,372 368,147 
38,146 888,594 3,033,683 28,438 44,652 75,081 2,690 68,619 
2,342,759 $2,949,833 922,667,973 —103,732,053 37,075,177 53,445,321 29,252,911 41,405,974 
425,181 13,019,814 30,605,115 120,555 744,115 2,172,637 234,973 1,565,311 
375,000 7,350,389 55,172,364 5,414,752 1,504,938 3,238,310 1,476,227 2,236,673 
2,130,504 37,900,270 580,536,809 —35,999,513 19,076,305 27,789,509 4,624,537 27,482,356 
16,882 595,900 1,615,855 16,450 240,3305 249,407 160, 2805 254,6205 
ececes 7,662,295 32,599,156 —2,647,490 834,387 1,890,392 687,942 1,581,638 
685,167 22,541,981 21,136,349 -—11,416,230 446,166 691,603 166,059 702,061 
23,805,468 138,768,997 2,334,602,527 —-130,534,276 73,493,801 109,114,981 90,482,223 109,422,135 
113,969,908" 521,264,100 7,341,993,220 —315,379,938 £70,611,743 407,235,904 255,200,188 354,620,287 
_—_—— )8§6=—. ake 86 padesnes.  sabtnbeo 41,965 109,795 12,761 88,607 
692,457 12,601,889 58,312,346 —7,083,314% 1,473,565 1,893,308 1,427,771 1,973,181 
20,194 1,172,400 4,028,400 —1,343,100 94,492 135,671 41,156 116,927 
247,484 963,415 11,653,505 —1,178,118 328,153 507,731 485,068 618,803 
33,677 1,056,240 11,032,999 — 3,394,737 222,962 636,398 149,939 649,994 
118,066 4,965,440 13,138,560 3,008,235 313,397 434,206 94,540 309,950 
79,909 1,621,874 9,375,257 —509,811 207,782 314,888 40,207 176,233 
60,142 188,906 9,033,761 3,483,264 169,042 801,856 146,476 221,883 
22,232 213,250 267,750 —350 13,004 22,905 10,168 24,373 


approved by the National Con- 


‘Includes $11,928,513 National Savings Life reinsurance. 


SIncludes H. » 
*After eliminating $6,414,500 group insurance. 
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Group Proves Very Stable 
Through Depression Period 





VALUABLE TOOL FOR AGENTs 





New Portland, Me., General Agent of 
Aetna in Valuable Talk at Sales 
Congress in Chicago 





Group insurance has survived the de. 
pression, the experience of the Aetna 
Life in 1932 showing volume off only 
about 12 percent from that at the height 
of the prosperity period and premiums 
off only about 6 percent from the peak, 
Boyce Thomas, manager group division 
Chicago general agency of the Aetna 
stated in a talk before the agency’s sales 
congress last week. 

His exposition of the underlying rea- 
son for this phenomenon was character- 
ized by Vice-president K. A. Luther, 
who also was on the program, as one 
of the finest talks on group insurance 
he had ever heard. Mr. Luther invited 
Mr. Thomas to address the New York 
City agency when he goes through there 
in a month to become the Aetna’s gen- 
eral agent at Portland, Me. 


Peak Volume Was in 1931 


Group writings continued to increase 
through the depression to a peak in 1931, 
This coverage is stable, Mr. Thomas said, 
as it provides satisfactory insurance for 
industrial workers at low cost and thus 
fulfills the ultimate objective demanded 
of protection for workers: Financially 
and actuarially sound, adequate reserves, 
adequate amounts of insurance at low 
cost. In addition, employes are provided 
complete programs, and now pension 
plans are growing popular. 

He finds the main reason for the un- 
usual persistency of group insurance 
through the depression to be the definite 
responsibility squarely placed on the 
employer, involving him in maintenance 
of the plan. Group insurance is not 
merely good to have nowadays, he said; 
it is a necessity. One industrial company 
recently surveyed employes and found 
their estates, excluding the group insur- 
ance, would average only about $400 
each. A Chicago firm, he said, last year 
made $20,000 profit and spent $12,000 of 
it in paying the employer's contribution 
to group insurance. 

Advantageous for Agents 


From the agent’s standpoint it is de- 
sirable to write group because it is found 
relatively stable in hard times and brings 
the agent in direct contact with leaders 
in industry. 

Mr. Thomas said the wanton extrava 
gance of government is a great weight 
on industry and has had an effect om 
insurance writing. He said this is 2 
problem that directly affects agents. He 
sees in the nation-wide demand for gov 
ernmental economies the greatest avt 
nue for improvement of economic ¢om 
ditions and the insurance business 
Heavy taxation, which in the case of one 
company whose president reported last 
year took 22 percent of the 1932 profits 
is reducing the ability and_ willingness 
of individuals and corporations to carry 
insurance. 


Negotiate for Company 


KANSAS CITY, MO., March 2.—The 
Transportation Underwriters Corpor 
tion, securities corporation chartered 
about a month ago to finance insurance 
companies and agencies, is negotiatié 
for the purchase of a life company whit 
it will actively develop as a life and a 
cident and health company. 

The company, which has $510,000 cP 
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ital, is headed by T. C. Chambers. H.F. § 


David, vice-president and general ma® 
ager, formerly was president of the /™ 
demnity of America, and has been = 
the Hoffmann, Son & Co. agency  *" 
Louis for the past two vears. ffice 
are in the Walltower building. 
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Kemper Interests 


Get Illinois Life 


Receiver Ordered to Consummate 
Reinsurance Deal Calling for 
New Company 


CONCLUSION NEXT WEEK 


Both Sides Negotiating on Formal 
Agreement This Week; Lien 
as Yet Undetermined 





Conclusion of arrangements to rein- 
sure the Illinois Life in the Associated 
Mutuals of Boston, backed by James S. 
Kemper and his interests of Chicago, 
is expected to be effected in Federal 
Judge Wilkerson’s court next week, 
when a formal agreement is to be pre- 
sented for the court’s approval. Judge 
Wilkerson entered an order authorizing 
General Abel Davis, receiver, to nego- 
tiate with the Associated Mutuals for a 
reinsurance contract in line with the 
proposal previously filed and reviewed 
at some length in THE NATIONAL UNDER- 
WRITER. 

The plan briefly is to form a mutual 
stock company, the Kemper interests to 
put in $1,250,000 cash capital and con- 
tributed surplus. 

Provisions of Plan 


The capital could be retired by two- 
thirds vote of stockholders and policy- 
holders after a special meeting on 30 
days’ notice. The stockholders would 
elect half the directors and the policy- 
holders the remainder, pending mutual- 
ization, but afterwards policyholders 
would elect all directors. Each policy- 
holder would have one vote per $1,000 
of insurance. 

_All policies would be reinsured as of 
Nov. 28, 1932. A lien as yet unde- 
termined will be placed against the con- 
tracts. The percentage of the lien will 
be determined in conferences between 
Mr. Kemper’s representative, the re- 
ceiver and Judge Wilkerson, but it is 
known it probably will be on the basis 
of valuation of assets as of the date of 
reinsurance, Nov. 28. Initially this 
would benefit policyholders to some ex- 
tent as there has been a slump in mar- 
ket quotations of securities since that 
date. However, much of the Illinois 
Life’s investments are in farm first mort- 
gages. There is a possibility that mort- 
gage foreclosure moratoria in force in 
Various sections may have some slight 
effect on the value of these invest- 
ments. 

To Pay All Death Claims 


The new company will contract to 
Pay promptly and in full all death 
claims prior to and after Nov. 28, in- 
cluding those on supplementary con- 
tracts. The lien will apply on paid up 
Policies but death claims under these 
will be paid in full. It has not yet been 
determined what action will be taken on 
annuities. 

Policyholders will continue to pay the 
same premiums as before. Survivorships 
will be adjusted. 

In regard to reinstatement, this will 
be done on policies which lapsed since 
Jan. 1, 1932, if insurable, but in any 
fvent, the company would reinstate 
lapses since Nov. 28, 1932, without evi- 
ence of insurability. Any reinstated 
Policy would be entitled to the same 
Provisions as others. 

The Associated Mutuals would be 
Paid the actual expenses of conducting 
the business. Any increase of reserves 
J of premiums paid since Nov. 28, 
1932, will be available for surrenders 

(CONTINUED ON PAGE 11) 





Group Insurance Is Sound, 
Parkinson Tells Convention 


REMAINS ALMOST AT PEAK 





Equitable of New York President Re- 
ports Fine Results at Meeting 
of Company’s Supervisors 





Group insurance was maintained last 
year practically at its peak, group life 
volume decreasing only slightly and 
group pensions showing more than com- 
pensating volume, President T. I. Park- 
inson of the Equitable of New York told 
the annual convention of group super- 
visors of the company. 

Employers strongly supported group 
protection for employes last year, the 
Equitable receiving $24,000,000 premi- 
ums from group insurance, or more 
than $3,000,000 above the previous high 
record of 1931. This was accounted for 
by gain in premiums from group pen- 
sions. 

New business written by the Equit- 
able in 1932 in all group departments, 
he said, reached $256,000,000 volume 
credit, exceeding 1931 by more than 
$100,000,000. Figures for other compa- 
nies, he said, confirm the statement that 
group life has substantially held its 
$9,000,000,000 insurance in force. It has 
been less adversely affected than any 
other employer-employe enterprise. 


Group Pensions Grow 


“Although there have been consider- 
able gains in the Equitable in new writ- 
ings of group life insurance and group 
accident and health insurance, which 
provides payments for the loss of the 
pay envelope through temporary disabil- 
ity,” he said, “the greatest increase has 
been in group pensions, in which the 
amount of business written in 1932 far 
exceeded that for any other year. This 
shows that employers are giving greater 








Has Taken Office 

















CHARLES E. GAUSS 


The new insurance commissioner of 
Michigan, C. E. Gauss of Marshall, has 
taken his seat at Lansing succeeding 
Commissioner C. D. Livingston. 








consideration to the problem of the em- 
ploye who after long service reaches an 
age or a physical condition that dis- 
qualifies him for the job and yet finds 
him unable to support himself without 
income from the job.” 

Group life paid for, on the basis of 
volume credits adopted by the Equitable 
totaled $154,355,187; group accident and 
health $17,433,541; group accidental 
death and dismemberment $1,525,302, 
and group pensions $82,548,386. 








Obligation. 


pertness. 


hear it stated thus: 


for all, all for each!’’ 


ing breach. 


preserve. 


Royalty’s Obligation 


Peer an inch into the business of life insur- 
ance and we are face to face with imperious 
Our mighty billions are response 
to the resistless urge of protective obligation. 
On us is the obligation to make our policy- 
holders’ acknowledged obligation effective to 
the last degree, through our honesty and ex- 
And now, as never before, there has 
arisen a special and imperative obligation to- 
ward all companies and toward the public. We 


No true life underwriter will by expressed word 
state, or by innuendo imply, that only the 
greater companies are safe and that there may 
be doubt of the young and the small. 
should inflexibly govern 
the conduct of every man and woman in the 
business, that present needless harm shall 
not be done, and that there shall be no trickle 
in the dike, possibly to broaden to a devastat- 


Life insurance is the royalty of business, and 
upon royalty is the obligation to defend and 


“Each 





Independence Square 





THE PENN MUTUAL LIFE INSURANCE COMPANY 


WM. A. LAW, President 
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Time Control Is 
the Answer Today 


Self Management Is Needed in 
the Field by the Sales- 
men 


SPARVER GIVES ADDRESS 


Depression Conditions Should Be Met 
by Efficient and Intelligent 
Management 


Time control and efficient, intelligent 
management of one’s business are the 
only factors in the present situation af- 
fecting the sale of life insurance which 
are within the province of the under- 
writers, E,. C. Sparver, director of 
agents Reliance Life declared in a fine 
address before the Chicago Association 
of Life Underwriters. 

Mr. Sparver said 1932 was the most 
difficult year ever seen in life insurance, 
both from field and office viewpoints. 
He presented a frank picture of the situ- 
ation drawn from a survey conducted by 
a life company (the Northwestern Mu- 
tual) covering 750,000 field hours of can- 
vassing. According to this, in 1929 there 
was required 54 minutes for an inter- 
view, and in 1932 the same length of 
time; both in 1929 and in 1932, 70 per- 
cent of prospects called on were in; in 


1929, the calls per interview were 53 
and in 1932 were 52. 


More Labor Per Sale 


In 1929 it required 34 hours to make 
a sale, but in 1932, 51 hours. He said 
it now is taking 50 percent longer to 
do the job, but he knows many life 
underwriters who are working only 
half time. The calls per sale in 1929 
were 38, and in 1932, 56, and the inter- 
views per sale were 14 in 1929 and 19 
in 1932, an increase of 35 percent. 

He said these are immutable facts 
and if underwriters are going to wring 
any profits out of 1933, they must make 
good use of their time. Their knowledge 
and sales strategy will be useless unless 
they do so. Planning and management 
are essential. He said every one would 
think a builder senseless who attempted 
to throw up a structure without first 
drawing plans and yet that is what many 
life underwriters are trying to do. A 
plan of action is needed today, pro- 
gressively adjusted to meet circum- 
stances as they develop. 


Recommends Self-analysis 


He said self-analysis is not difficult. 
It is necessary only to lay out what one 
is doing, examine the procedure and 
throw away what is nonproductive. 
What is needed is a simple plan of action 
that can be accomplished. 

“If I were in the field today,” he said, 
“I would not go one day without a defi- 
nite plan, knowing exactly where I was 
bound. A plan not followed through 
with records of performance is no plan 
at all, but merely a state of mind. The 
year 1933 is one in which leaders in 
thought, action and deed are needed as 
never before. If life insurance men all 
would canvass in this way, there would 
be no telling where they would go. What 
a preponderant influence would they be 
in this country!” 

Mr. Sparver said the business is sound; 
there is a market for life insurance and 
there never was so great a need for it 
as now. It offers security, which is be- 
ing sought by every one today more than 
anything else. Yet life insurance is not 
easy to sell touay; far from it, he said. 

(CONTINUED ON PAGE 11) 
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It Costs Too Much to Quit 


B* FAR the most important source of 
waste in advertising is quitting. This 
can be charged against no one but the 
man or company that pays the bill. 


No company should start advertising 
unless its controlling executives realize 
that advertising is the one race that has 
no finish line. 


Even a poorly worded and arranged ad- 
vertisement will come to mean some- 
thing and be productive if it is run long 
enough and often enough. The old 
fashioned ‘‘card’’ that modern advertis- 
ing men are inclined to ridicule, is surely 
better than no advertisement of any kind. 
It is the difference between being on the 
map or in obscurity. 


On the other hand, the good advertiser 
who uses attractive and sensible copy 
but who quits, loses in time probably all 
that has been put into the campaign. 


Agents don’t read a few advertisements 
and then form an opinion of a company. 
Instead, their opinions are formedslowly, 
imperceptibly. They are influenced, not 
by what they used to read, but by what 
is before them today, next week, next 
month. What your advertising is going to 
accomplish for you is in the future, not 
the past. 

The past is gone. The future is before 
you. Don’t quit. 


(Number 29 of a series devoted to the 
merits of National Underwriter advertising) 
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Leniency Pledge Is Given to 
Gov. Lehman of New York 





FOUR LARGE INSURERS SIGN 





Document Is Really Statement of Course 
Companies Have Been Pursuing 
During Depression 





NEW YORK, March 2.—The confer- 
ence of life insurance and savings bank 
executives last week, called by Governor 
Lehman of New York, is not regarded 
as of particular significance among life 
insurance men except insofar as it places 
a sizable portion of the mortgage in- 
vestors on record as favoring a policy of 
leniency. 

From a political angle, Governor Leh- 
man has placed himself on record as en- 
deavoring to bring about as favorable 
conditions as possible for the farm and 
home owner. While the distress of 
home owners is much less acute here 
than in other sections, yet there are 
enough property-holders in difficulties to 
make desirable the issuance of such a 
pledge of leniency as that signed by 
E. D. Duffield, president Prudential; T. 
I. Parkinson, president Equitable of 
New York; W. S. Norton, comptroller 
Metropolitan; and T. A. Buckner, presi- 
dent New York Life. 

As a matter of fact, the proposed 
leniency does not differ materially from 
the course the companies have been pur- 
suing since the onset of the depression. 
Most of the life company farm mora- 
toriums, announced in the daily press 
following the request of Governor Her- 
ring of Iowa, had been in force long 
before that time. Daily papers, for ex- 
ample, announced the “action,” of the 
Prudential in granting a moratorium on 
owner-occupied farms, when actually 
this policy had been in force for months. 


Two Borrowing Classes 


The pledge signed by the four insur- 
ance companies and savings banks points 
out that only a small percentage of in- 
dividual and corporate borrowers are 
failing to meet the obligations which 
they undertook when the loans were 
made. Of that percentage, there are 
those who are anxious to maintain their 
ownership and to work out their prob- 
lems. Those signing the statement 
pledged to the borrowers in this class 
the utmost degree of consideration and 
cooperation in the light of individual 
circumstances, 

There is another class, the statement 
pointed out, whose load is so heavy, usu- 
aly in respect to commitments outside 
their mortgage borrowings, that they 
have no reasonable hope of solving their 
financial difficulties. Persons in this 
class, the statement says, neither ask 
nor expect cooperation from the lend- 
ers. The only course is for the lender 
to acquire title to the security. Having 
done so, with better management and 
with such rehabilitation as may be neces- 
sary, the lender awaits the eventual op- 
portunity to dispose of the property. 
Such disposition ultimately is likely to 
materialize with little if any loss to the 
lending institution. 


Legislation Inadvisable 


As to legislation affecting mortgage 
loans, the statement points out that this 
would seek to kill one difficulty by cre- 
ating many others. Values cannot be 
fixed by law nor debts be dissolved by 
legislation. 

Mortgagors are mainly responsible 
people and do not seek to escape obli- 
gations that they are able to fulfill. The 
lending institutions have obligations to 
fulfill to millions of persons and a bal- 
ance must be kept between their posi- 
tion as creditor and their obligation to 
fulfill their own promises to pay. 

The statement cited the necessity of 
reducing government expenditures and 
taxes. Taxes are the first lien On a 
piece of property and they have to be 








Record Is Set of 
26 Banquet Talks 
Honoring Whatley 


Probably. never in the history of life 
insurance occurred so unusual and im. 
pressive a spectacle as in the banquet 
in Chicago closing the one-day sales 
congress of the Aetna Life’s agency 
there, when 26 agents, associates, friends 
members of the staft and an official of 
the company rose to tell of their mixed 
regret and joy over General Agent S. T. 
Whatley becoming agency vice-presj. 
dent in the home office March 1. 

It was a ceremony that endured for 
something like four hours and was saved 
from being fatiguing only by the fact 
that it was a spontaneous ovation toa 
man whose great ability and pleasing 
democratic personality have brought him 
to the forefront among American under- 
writers and earned him the highest honor 
in the National Association of Life Un- 
derwriters. 

L. O. Schriver, general agent of the 
Aetna in Peoria, I1l., capped his national 
renown as speaker and toastmaster by 
introducing the 26 speakers without re- 
peating a word or phrase. K. A. Luther, 
retiring agency vice-president who spoke 
in the morning, was unable to attend 
the dinner, as it had been necessary for 
him to take a train for the east. R. W. 
Myers, vice-president and comptroller 
Aetna Life and affiliated companies, 
spoke, as did George Tramel, branch 
manager Aetna Life and affiliated com- 
panies, Chicago; I. W. Brodt, chief of 
the claim department in Chicago; Robert 
Dwyer of the group department in Mil- 
waukee, and A. P. Shugg, Aetna Life 
general agent, St. Louis; P. D. Smith, 
associate general agent, Chicago; Dr. 
Stansbury, chief medical examiner, Chi- 
cago; Rudolph LeBoy, agent who a year 
or so ago led the company in life busi- 
ness and also in casualty premiums. 

A handsome silver service was pre- 
sented by the agency force outside of 
Chicago and an onyx pen set and golf 
bag by the Chicago force. A. H. Hiatt, 
supervisor, was in charge of arrange- 
ments. 

Mr. Whatley was overcome by the 
demonstration. His only response was 
that he measured his success in terms 
of friendship, although he had _ been 
scheduled to give his swan song. 




















paid or else the property is taken and 
the ownership of the loan lost. The 
weight of taxes is the chief difficulty 
under which property owners of all 
classes labor. 

The statement concludes with the 
declaration that it is to the interest 0 
the lenders on humane and _ business 
considerations to keep wherever possible 
the home owner in his home and farmer 
on his farm. 


Bars Unlicensed Advertising 

BOSTON, March 2.—After severé 
years of effort the Massachusetts depart: 
ment has succeeded in putting throug! 
a law prohibiting advertising in ths 
state by any foreign insurance compat) 
or fraternal not licensed in Massacht- 
setts. 4 

The law took effect immediately. 
Commissioner M. L. Brown, quoting th 
law, has called the attention of new 
papers, periodicals and managers of loc 
radio stations to its provisions, whi 
prohibit advertising in newspapers 2% 
magazines printed in the state, or ove 
the radio on broadcasts which originatt 
in local stations. 


Increase D. of C. Tax Rate 


WASHINGTON, March 2.—A bil 
to increase the net premium tax rate” 





the District of Columbia from 1 to 1] 


percent has passed both houses of Co™ 
gress and is now before the Preside 
for his approval. 
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Twenty-third Annual Statement 


December, 1932 





MILWAUKEE, WISCONSIN 














ASSETS 
Bonds, Government, Municipal and Railroad ..................6005- $ 1,883,595.96 
oe ed we Weees ebee es ce eebeseeeecuoonrwe 139,774.61 
Se nc pt adconenaseeeevcteveeesssessosexes és 9,910,450.73 
Policy Loans and Premium Notes... ............ccscscscccccceees 3,384,400.07 
Real Estate and Contracts for Deed............... 6.0.6 ccc eee 1,692,310.27 
Premiums Due and Deferred............... 22. cc cece eee eee eens 267,969.86 
os a eee en dhs 65 bbe E68 1b.00 00400400 866 0046008 280,223.73 
nn sn... tn etenidessreades eobeuaked $17,558,725.23 
LIABILITIES 

Reserve on All Policies in Force. ........ 2.2... cece eee e eee eeeees $15,014,466.96 
Death and Disability Claims Reported—Proofs Not Received...... 95,046.95 
Accident and Health Claims Reported—Proofs Not Received........ 19,135.52 
Death Claims Payable in Installments... ..................0.0005. 363,881.98 
Premiums and Interest Paid in Advance.......................45- 106,983.44 
eee re 58,913.29 
Commissions, Medical Fees and Other Items ...................... 68,086.71 

Contingency Reserve .................. $ 225,000.00 

SE». cibccacbeuveedeoesense 1,000,000.00 

Surplus and Unassigned Funds......... 607,210.38 
Additional Surplus for Protection of Policyholders ................ 1,832,210.38 
$17,558,725.23 

Assets Insurance in Force Reserve 





1932 $17,558,725.23 $86,145,133.00 $15,239,466.96 


Paid Policyholders and Beneficiaries Since Organization 
Over Ten and One-half Million Dollars 
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S. F. Westbrook Gives Views 
on Voluntary Allotment Plan 





Vice-President S. F. Westbrook of the 
Aetna Life, who is president of the or- 

nization of life companies dealing with 
arms, gives his views on the voluntary 
domestic allotment plan as developed by 
Prof. M. L. Wilson of the University 
of Montana and not the one proposed 
by the Jones bill now before Congress. 
The Jones bill: follows to some extent 
the principles laid down by the original 
exponents of the plan but it departs in 
several vital aspects. Mr. Westbrook 
believes that the plan will tend to im- 
prove the situation in several respects, 
summarized as follows: 


Views Are Summarized 


“1. It will tend to return to the county 
and township that local leadership which 
bureaucracy has taken away. I can not 
believe that the plan properly conceived 
and administered will expand that bu- 
reaucracy. 

“2. It will, through that local leader- 
ship, tend to encourage cooperative mar- 
keting, an institution at which a sub- 





stantial part of our industrial establish- 
ment has shuddered and on which it has 
often frowned. It is the nearest approach 
to the corporation form of organization 
which the farmer can make, and it is im- 
portant for his good, as well as for the 
good of the industrialist, that he make it. 

“3. It will tend to a more intelligent 
and positive control of production than 
any plan heretofore suggested. Surpluses 
are bad for prices, but the farmer, un- 
like the industrial employer, can not or 
does not discharge his help and shut 
down his factory when prices are halved 
—he doubles his production to make up 
the loss. 


Will Transfer Purchasing Power 


“4. The allotment plan will transfer 
purchasing power from the industry to 
agriculture. 

“There probably is no intellect or 
genius today capable of evolving a plan 
which will impress us all with its being 
the perfect plan. Industry must open its 
eyes to the gravity of the agricultural 





situation; it must recognize how indis- 
pensable to its own prosperity is the 
prosperity of agriculture. In every de- 
pression heretofore, the return to normal 
has been stimulated by legislation de- 
signed to meet situations which became 
apparent only during that depression. I 
plead for an open mind and a sympa- 
thetic understanding.” 


On Western Circuit 


V. W. Samms, field service manager, 
and Dr. Walter A. Reiter, medical di- 
rector of the Mutual Benefit, attended 
the annual meeting of the Denver 
agency. A banquet closed the gather- 
ing. 

This is Dr. Reiter’s first western trip 
for the company. He will also visit 
agencies at Salt Lake City, Spokane, Se- 
attle, Portland, San Francisco, Los An- 
geles, Jackson, Miss., Birmingham and 
Atlanta. 





Ream Addresses Rotary Club 


G. F. Ream, field service manager 
Mutual Benefit, addressed the Altoona, 
Pa., Rotary Club on “Selecting Property 
for Financial Independence.” His serv- 
ices were secured for the club by W. R. 
Zern, Altoona representative of the Mu- 
tual Benefit. 











ORGANIZED SELLING METHODS 


have been supplemented by a timely 


contract the RECONSTRUCTION 
SPECIAL, which at age 35 “Turns 
The Clock Back” 14 years 


THE MINNESOTA MUTUAL LIFE INSURANCE CO. 


Saint Paul, Minnesota 














Chicago Agency of Aetna a 
Testimonial Sales Congress 


——_— 


SPEED THEIR CHIEF, WHATLEY 





New General Agent Edwards Welcomes 
There and Luther Greeted in 
Last Official Appearance 





The sales congress of the Chicago 
agency of the Aetna Life was very def. 
nitely a testimonial meeting in which a 
large number of associates, friends and 
agents paid their respects to S. T. What. 
ley, general agent, who March 1 became 
agency vice-president at the home office, 
promised cooperation to the new Chi. 
cago general agent, R. S. Edwards, and 
extended good wishes to K. A. Luther, 
retiring vice-president, who become 
New York City general agent. 

Mr. Luther spoke in the morning, as 
did Boyce Thomas, manager group de- 
partment, Chicago office, on “Group In- 
surance a la 1933,” and H. R. Gordon, 
executive secretary Health & Accident 
Underwriting Conference, Chicago, on 
“The True Concept of Accident and 
Health Insurance.” 


Discusses Accident and Health 


Mr. Gordon said accident and health 
is not a side line, a mistake made by 
many life men which causes trouble, bad 
selection and claim experience, but, he 
said, this line offers many possibilities 
if it is handled as a separate and distinct 
business. Its character and fundamental 
purposes should be understood, the true 
concept being to replace a man’s income 
lost by accident or sickness. In many 
families, he said, only a few weeks sep- 
arate them from actual want in case of 
emergency. 

M. C. Chier of the Milwaukee agency 
gave a sales demonstration on life in- 
come. In the afternoon A. P. Shugg, St 
Louis, Mo., general agent Aetna Life, 
who had flown to Chicago especially for 
the occasion, gave an exposition of one 
of the company’s policies. Mr. Edwards 
was presented by Mr. Whatley and 
spoke briefly. 


Schriver Gives Philosophy 


L. O. Schriver, Aetna Life general 
agent in Peoria, Ill, on the subject 
“Philosophy of a Pragmatist,” said he 
was not at all sure that people in 
this country have not to some extent 
lost their ethical bearing. There appears 
to him to be a depression in every phase 
of human activity. However, he is opti- 
mistic that sometime in the near future 
will be a day of greatest prosperity this 
country has ever seen. He believes 
Americans are still made of the stuf 
that made America historically famous. 

He emphasized that the thing that 
distinguishes men from beasts is man’s 
capacity for thought and he said in the 
days ahead there must be some serious, 
constructive thought done. Contem- 
plated in his philosophy also is a very 
large measure of work. He said it is 
going to require indomitable courage, 
patience and idealism to work out of the 
situation in this country. 


Depression Teaches Values 


The depression has taught us that we 
had the wrong perspective about values, 
he said; it taught us what is eternal and 
worth while. He emphasized that the 
capacity to see things and observe truth 
is often the distinguishing difference be 
tween genius and mediocrity. Mr. 
Schriver expressed the opinion that 
there is nothing more disreputable ™ 
life insurance than the man who is ™ 
the business merely to make a living. 
He emphasized his point with the story 
of Michelangelo who worked 25 years 
in obscurity to make a masterpiece. 


Frank I. Barnes, agency vice-presi- 
dent Ohio State Life, attended a meeting 
of the Lima, O., Marion, O., and Findlay, 
O., agencies in Findlay. 
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Discover $10,000 Bonds in 
Tennessee Department Quiz 


FOUND BEHIND OFFICE SAFE 





Former Commissioner Reece Files Sup- 
plemental Answer in Case 


Against Him 





NASHVILLE, TENN., March 2.—A 
block of $10,000 Michigan utility bonds, 
a part of the $100,000 bonds missing 
from the blue sky division of the Ten- 
nessee insurance department, was dis- 
covered behind the office safe, Attorney- 
General Beeler announced. The bonds 
were placed in a vault for safekeeping. 

J. I. Reece, former commissioner, and 
his brother, Lem Reece, have been ar- 
rested, the former charged with larceny 
and the latter with conspiracy to com- 
mit an indictable offense in connection 
with the bonds. 

Of the $100,000 bonds, mainly Arkan- 
sas and Michigan utility issues, $73,000 
was reported sold in New York Feb. 3. 
There is $17,000 in the hands of the 
Guaranty Trust Company of New York, 
and the $10,000 recently found com- 
pletes the total of $100,000 discovered 
missing from the blue sky division and 
reported to the governor by Commis- 
sioner Tobin of Memphis, who suc- 
ceeded Reece. 

Reece has filed a supplemental answer 
in a Nashville chancery court in a new 
effort to have dissolved an injunction 
obtained by the state of Tennessee 
under which his property in several 
banks and safety deposit boxes is im- 
pounded. He is charged with larceny 
of bonds missing from the blue sky divi- 
sion of the state of Tennessee. He de- 
nies allegations of misappropriation and 
concealment or conversion. 


Says He Told Tobin 


Reece set out that on Jan. 5, after he 
learned he would not continue in office, 
he directed Claude Williams, at that time 
manager of the blue sky division, to 
check the bonds receipted as to that divi- 
sion. This was done, he contends. The 
first knowledge he had that the bonds 
were missing, according to his answer, 
was when he was so informed by Mr. 
Williams on Jan. 31. 

In his answer, Reece states that he 
wired the new commissioner, Joseph 
Tobin, giving him the information about 
the missing bonds. He states the bonds 
were not posted as missing until Feb. 6, 
after all of the bonds had been deliv- 
ered to the Guaranty Bank & Trust 
Company of New York, with which in- 
stitution they were left openly and in 
his own name by Lem Reece, who, 
according to the answer, was “handling 
and selling the same innocently for a 
client.” The answer expresses the belief 
that the bonds were taken to Memphis 
and through a third party transmitted to 
New York for sale under the represen- 
tation that they belonged to a Memphis 
msurance company and that the person 
who delivered the bonds to Lem Reece 

d been recommended to Lem Reece 
by W. C. Walkup, present chief inspec- 
tor in ‘the blue sky division. 





Strong Fraternal Position 
Is Emphasized by DeBarry 


C. D De Barry, president of De Barry 
& Associates, Chicago, spoke at the 
final session of the National Fraternal 
Congress at New Orleans on “Conserva- 
tion and Salesmanship.” Mr. De Barry 
Pointed out the strong financial position 
of fraternals, and said to his knowledge 
none of them had to seek financial aid 
from the Reconstruction Finance Cor- 
poration. He asked the fraternal ex- 
ecutives to warn their agents to refrain 
from whispering about competitors. “Do 
not permit your sales force to twist a 
Policy or to knock any other life com- 








pany.. It is our business to uphold the 
life insurance profession and do all in 
our power to create confidence in the 
public mind.” 

Judge W. W. Westerfield of the New 
Orleans court of appeals spoke to the 


Fraternal Society Law Association 
which met in conjunction with the 
congress. The law association elected 


H. A. Beckett, Cleveland, president; A. 
E. Nelson, St. Paul, vice-president; and 
H. W. Adams, Beloit, Wis., treasurer. 
R. F. Allen was reelected secretary. 

Philip Steel, president Chicago Fra- 
ternal Life Association, urged upon the 
delegates a monthly income plan, 
created by annuity insurance, fostered 
and promoted by the societies affiliated 
with the congress. 

C. J. Garlow, Columbus, Neb., talked 
to the law association about the mean- 
ing of the term “accident” while L. S. 
Brooke, Retail Credit Company, dis- 
cussed claim problems in 1933. The 
final debate had to do whether a fra- 
ternal society can issue a certificate not 
subject to control by and after enacted 
by-laws and was led by George R. Allen, 
Topeka, Kan. 


“Forty Unusual Plans for Selling Life 
Insurance,” by J. Stanley Edwards, is 
an assembly of unique selling plans 
which have all been used successfully 
by leading underwriters. Price, $2.50. 
Order from The National Underwriter. 











Annual Statement Figures 





The Pacific Mutual Life annual state- 
ment shows assets $193,913,904, capital 
$5,082,000, surplus $10,292,732, contin- 
gency reserve $1,750,000. Its life insur- 
ance in force is $706,256,478, its cash in- 
come $45,842,693, new business $57,229,- 
833, average rate of interest earned 5.91, 
mortality ratio 62.1. Of its assets 46.4 
is in mortgage loans, 18 percent in bonds, 
5.1 in real estate, 21.1 in policy loans. 
It has $1,793,152 cash on hand. The 
total amount overdue interest and rents 
on invested assets was $112,464. The 
Pacific Mutual carries no common 
stocks. 


Acacia Mutual Life 


The Acacia Mutual Life in its annual 
statement shows assets $48,816,619 of 
which $21,727,764 are mortgage loans, 
$4,280,785 real estate, $2,845,095 bonds, 
$1,025,658 cash, $14,516,811 policy loans. 
The contingency reserve is $200,000 and 
the surplus $1,837,963. Its income was 
$12,588,159, amount paid to living policy- 
holders including dividends $4,129,451, as 
compared with $2,839,366 the year before, 
amount paid beneficiaries $2,087,549. Its 
assets increased 45 percent over 1929 and 
its surplus 31 percent. New investments 





last year amounted to $4,143,646. Its 
policyholders’ dividend formula will be 
the same this year as last. 

The annual statement of the Indian- 
apolis Life shows assets $14,751,640 of 
which $987,978 are federal and municipal 
bonds, $202,261 first mortgage utility 
bonds, $379,575 cash, $7,266,343 first 
mortgages, $3,508,182 policy loans, $1,- 
265,163 real estate. Its dividend reserve 
is $262,000, contingency reserve $65,000, 
net surplus $702,426, gain $41,458, new 
business $13,698,947, income $3,925,117, 
disbursements $2,209,728, mortality 42.5 
percent, insurance in force $100,483,131, 
It paid dividends last year $466,196 and 
death claims $488,451. It paid living 
policyholders $1,314,691. 


Voluntary Allotment Book 


The University of Pennsylvania press 
of Philadelphia has brought out a new 
book, “Voluntary Allotment,” by Prof. 
E. S. Mead of the University of Penn- 
sylvania and Prof. B. Ostrolenk of the 
College of the City of New York. It 
deals largely with plan production in 
American agriculture. The book sells 
for $1.50. 


THIRTY-FOURTH ANNUAL STATEMENT 


> 4 THE COMPANY HOLDS for the protection of its outstanding poli- 
cies, a reserve fund as required by Jaw of 


January 1, 1933 


$15,835,077 


It is obligated to pay under death and disability claims, annual or 





monthly instalments, the present value of which is................ 686,315 
It has collected in advance, interest and premiums amounting to....... 145,153 
It will pay for items not yet due, including taxes, bills payable, death 
claims in process of completion, and miscellaneous expense ac- 
counts, for all of which a proper reserve is held.................: 1,462,831 
* It has unpaid applications for cash surrender values, policy loans, and 
completed Genth ClaIMS.......cccccccccccccccvcceccccccecoseces None 
TO. COVER THIS TOTAL, LEABTLAET Bo vnc cccccciccvcesscces $18,129,376 
THE COMPANY OWNS unencumbered real estate of.............. $ 2,769,651 
He tholds mortenae foams Of. .....ccccsecccccccccccccceccecccosesceces 6,226,111 
secured by first liens on real estate appraised at $17,579,100, on 
which there is due and accrued interest of..............0000eeee05 365,315 
It has in net premiums in process of collection and in loans on policies 4,948,237 
all of which is fully secured by the reserve required by the law of 
Indiana 
It owns high-grade bonds Of ...............ssccescccceccesccsecessess 3,767,818 
upon which bonds there is interest now due and accrued of...... ee 110,680 
(93% of the above bonds are those of the United States and its 
* other governmental agencies) 
fe a rene Terr me errr ret Tr ts Ser ee 577,148 
It has other miscellaneous well-secured assets in net amount of........ 198,469 
THUS SHOWING ITS NET ASSETS to be... .....- 6-0-0 seen eeeees $18,963,429 
An amount exceeding its liabilities to policyholders and general ~—— 


creditors, as shown above, by 


which amount, together with the reserve of $16,521,392, shown 


* 


above, makes a total amount held as security to its policyholders of. $17,355,445 
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PACIFIC COAST AND MOUNTAIN 





Acacia Mutual’s Conference 





More Than 100 Pacific Coast Represen- 
tatives Greet President 
Montgomery 





SAN FRANCISCO, March 2.—More 
than 100 Pacific Coast representatives of 
the Acacia Mutual Life gathered here 
for a field conference with President 
William Montgomery, assisted by S. R. 
Bowman, Pacific Coast supervisor. Pres- 
ident Montgomery is in Los Angeles this 
week for a few days, following which 
he will leave for the home office, stop- 
ping en route in the principal cities, with 
a regional conference at Dallas for Okla- 
homa and Texas agents. Production of 
the Pacific Coast territory for the 30-day 
campaign in honor of President Mont- 
gomery’s visit showed an increase of 
more than 200 percent in business. 


Occidental Life Meeting 


The Occidental Life of Los Angeles 
held the first of a series of regional 








meetings at San Francisco. There were 
112 in attendance. Vice-president V. H. 
Jenkins presided. Other officials pres- 
ent were President L. M. Giannini and 
M. P. Hale, a director. The Occidental 
has increased its business so far this 
year. 


Frank Bland Gives Talks 


F. W. Bland of San Francisco, Pacific 
Coast manager of THE NATIONAL UNDER- 
WRITER, spoke before the Cunningham 
home office agency of the Occidental 
Life of Los Angeles on selling educa- 
tion insurance. He also addressed the 
home office agency of the Pacific Mu- 
tual Life. 


Bring in Fraternals’ Agents 


Agents of fraternals, now outside the 
jurisdiction of the state, would be put 
under the control of the insurance com- 
missioner, the same as other agents, by 
a bill introduced in the Oregon legisla- 
ture. Another bill provides that the cost 
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Future” tells 


4 





“Co-operari” 


TATE LIFE AGENTS 
know the meaning of co-op- 
eration —“co-operari”—work- 
ing together for a common 
purpose—the Agent’s success. 


“Ten Minutes with Your 


Opportunity with this time- 
tried, progressive Company. 


THE 


STATE LIFE 


INSURANCE COMPANY 


Indianapolis, Indiana 


THIRTY-NINTH YEAR 


4 


the story of 


* 


of examination of all domestic com- 
panies, including fraternals, shall be paid 
by them instead of by the state. 





Is Sacramento General Agent 


Robert E. Murphy has been appointed 
general agent for the Lincoln National 
Life at Sacramento succeeding E. F. 
Eubanks. Mr. Murphy graduated from 
Oregon State College in 1929. He was 
formerly located in Dunsmuir, Cal., 
where he was the largest producer in 
the agency last year. Because of his 
qualifications as a leader he was pro- 
moted to general agent. 





Washington Tax Defeated 


SEATTLE, WASH., March 2.—A 
five weeks’ struggle to eliminate pro- 





posed increases in taxes on gross pre. 
miums of life insurance in Washington 
apparently has been won, the house 
revenue and taxation committee Voting 
to exempt insurance companies from 
the provisions of house bill 92 which 
will assess gross proceeds of practically 
all businesses in the state. 


Receiver for the Old West 


Commissioner Mitchell of California 
is appointed receiver for the Old Wes 
Life & Annuity of Culver City. The 
company was originally the Associated 
Life of San Francisco. Later moving 
to Los Angeles it became the Los Ap. 
geles Life and was subsequently known 
as the National Thrift Association, 
changing its name finally to the Old 
West when home offices were moved to 








Culver City. 











CALEMETER SALES PLAN 


The Zell Products Corporation, 536 
Broadway, New York City, has intro- 
duced a new sales factor into the agency 
field. It is known .as the “Calemeter 
Sales Plan.” Harry Schwartz, sales 
manager of the Zell corporation, will 
release the new plan to the insurance 
field early this month. There is much 
interest and curiosity evinced regarding 
this device. The purpose of the sales 
plan as explained by the Zell corpora- 
tion is to insure the agent’s sales, ap- 
proach and convert first interviews into 
applications. The plan utilizes a unique 
direct mailing scheme which is patented. 
This can be used by the agent, to cover 
a greater list of prospects than he has 
and will encourage him to compile addi- 
tional lists. Mailings, it is,claimed, will 
create interviews by appointment as in- 
terest is stimulated prior to the call. At 
the time of the interview the Calemeter 
Sales Plan provides a type of coin bank 
which is entirely new in insurance sell- 
ing. It not only suggests daily savings 
but provides a feature which makes 
those savings compulsory on the part of 
the holder of the bank. The application 
of this plan is flexible and can be 
adapted to various forms of insurance. 

* * * 
WILL ADDRESS UNDERWRITERS 


D. T. Curtin, war correspondent and 
nationally known newspaper man, now 
one of the National Broadcasting Com- 
pany’s principal scenario writers, will be 
a speaker at the annual banquet of the 
New York City Life Underwriters As- 
sociation. Former Mayor J. V. McKee of 


AS SEEN FROM NEW YORK 


By R. B. MITCHELL— 





New York is announced as a banquet 
speaker. 

The closing speaker at the sales con- 
gress preceding the banquet will be Dr. 
F. B. Robinson of the College of the 
City of New York. 

e + @ 
WILL HONOR K. A. LUTHER 


Julian S. Myrick, manager Mutual 
Life of New York in New York City, 
will be host at a luncheon March 15 in 
honor of K. A. Luther, vice-president 
of the Aetna Life, who has gone to 
New York to join R. H. Keffer as a 
partner in the Luther-Keffer agency of 
Aetna Life. 

s 6 <6 
BANKERS ARE DIRECTORS 


Eight of the leading New York banks 
hold 287 directorships in insurance com- 
panies, according to a statement made 
by Senator Norris of Nebraska. The 
Chase National bank alone, he said, has 
82 insurance directorships. 

e266 
REPORT FEBRUARY BUSINESS 


February paid business of the R. H. 
Keffer general agency of the Aetna 
Life in New York City aggregated $2, 
658,343 as against $2,244,337 in the same 
month last year. Paid for writings 
since Jan. 1 total $5,493,914, compared 
with $4,797,144 in the same period of 
1932. The J. S. Myrick office of the 
Mutual of New York paid for $2,336,788 
last month, as against $2,473,982 in Feb- 
ruary, 1932. Since Jan. 1 the total paid 
business of the office amounted to $3, 
951,501; compared with $5,381,709 in the 
first two months of last year. 








Economy Trend in Budget 
Prepared for Tennessee 





NASHVILLE, TENN., March 2.— 
More than $7,000,000 lower expense of 
operation of the government of Ten- 
nessee a year has been worked out by 
a special committee and a budget of- 
fered for approval of the legislature. A 
number of economies are of interest to 
insurance men. In the insurance depart- 
ment the committee recommendations 
would slash personnel to such an extent 
that, with the aid of reduced salaries, 
the personal service would amount to 
only $31,100 as compared with $52,626, 
and operating expenses would be re- 
duced from $87,003 to $43,100, a total 
saving of $43,903.82. 

The blue sky division is left out en- 
tirely. Department of labor salaries are 
cut along with other divisions. The 
workmen’s compensation division is re- 
duced $3,690 through salary slashes and 
elimination of a clerk. In the fire pre- 
vention division salaries are cut, five in- 
vestigators are dropped, along with one 
secretary-clerk, to save $13,740 on per- 
sonal services, and operating expenses 


Stable Income, Not Fortune, 
Important, Moriarty Says 





“Business depression and the weight 
of the imponderable” by John J. Mori- 
arty, vice-president of the Missouri State 
Life, is the title of an article in the 
February 25 issue of the “Executives 
Magazine” of St. Louis. Too many men, 
Mr. Moriarity writes, started oui to 
make fortunes and too few to assure 
themselves of stable incomes. During 
the boom years too many men thought 
of what they were worth and too few 
of what income they could depend on. 
In Canada, he said, conditions have beet 
more stable because the people there as 
a rule are not out to make fortunes but 
to assure themselves of incomes. 

Mr. Moriarty mentioned the increas- 
ing curve of suicides and the disfavor 
into which jumbo risks have fallen. He 
mentioned the false statements and false 
claims which beset insurance companies 
in these times. He said that the leaders 
of the insurance world are closer to | 
gether than they have been in 25 years. 








are cut $6,067, a total reduction of 














$19,807 in the division. 


The Credit Life of Ohio has been li- 
censed in Kentucky. 
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| Luther Harks Back to Methods of 1900 





————— 


Changes which 35 years have wrought 
in the methods of selling life insurance 
were strikingly pictured at the sales con- 
gress of the Aetna Life’s Chicago agency 
by K. A. Luther, vice-president, in rem- 
iniscences of his early selling experience 
in New York State. To enhance the con- 
trast, Mr. Luther soon is to return to 
New York City as general agent in 
charge of one of the most highly organ- 
jzed offices in the country. 

Yet with the benefit of ten years as 
agency vice-president of one of the 
jargest companies and many years in 
other capacities in the home office, he 
will bring to bear on the New York 
City agency’s operations some funda- 
mental rules of life insurance selling 
which he learned as a young man in the 
field. Mr. Luther illustrated these les- 
sons by anecdotes from his early expe- 
rience. 


Farmer Taught Not 
to Think in Thousands 


Shortly after he entered the business 
he solicited a farmer, quoting the rate 
per $1,000. Several times the farmer 
asked how much $500 would cost, but 
young K. A. dodged the issue. Finally 
he had to explain it would be half the 
cost for $1,000. 

“All right,” the farmer said, “I will 
take two thousand, five hundred.” 

Mr. Luther said he raised his sights 
at that instant and never afterward 
thought of life insurance in terms of 
$1,000. 

Later, in his exuberance in talking to 
another prospect, Mr. Luther stated that 
he represented the best company in the 
world. 

“There is no best company,” the man 
said. “There are a great many good 
ones.” The prospect then, Mr. Luther 
said, gave him a dressing down which 
left him speechless and shaking; so much 
so that when the man finally volunteered 
the information he would take $10,000, 
Mr. Luther was too unnerved to fill out 
the application. Instead, he had the man 
examined first, and got the necessary 
information and signature in the doctor’s 
office. This was one of the best lessons 
he ever learned, Mr. Luther said. 

There were difficulties with premium 
notes even in those early days. One 
rough and ready applicant who gave a 
note refused to pay it. K. A. called and 
was ordered out of the office. He pro- 
fessed not to have heard. The man 
picked up a stove poker and said, “Are 
you going to get out of here?” 

“Yes, I think I will!” young K. A. 
agreed. 

But he sued on the note. The case 
was heard before a justice-of-the-peace 


” 





Gilliom Has 960 Weeks 
of Consistent Production 











_O. F. Gilliom, Berne, Ind., consecu- 
tive weekly production star of the Lin- 
coln National Life, now has 960 weeks 
of consecutive weekly production to his 
credit. Figured in years and months, 
this means that Mr. Gilliom has pro- 
duced an app a week for 18 years and 
24 weeks—or all but five of the 23 
years of his connection with the Com- 
pany. He joined its organization April 
27, 1910. 

Company club rules for consecutive 
weekly production allow two weeks’ 
vacation each year in the course of regu- 
lar business, but only a few years out of 
the entire 18 has Mr. Gilliom made use 
of this privilege. 

While his record of 960 weeks is top, 
two other men have remarkable records 
—both are Texans. D. E. Peavy of 
Beaumont has a record of 615 weeks 
and C. B. Rittenberry of Amarillo, 
Texas, has 575. The week-by-week 
records of both of these men begin 
early in their life insurance careers. 


of the old tobacco-chewing, sharpshooter 
school. 

“Did you sign this note?” he demanded 
of the applicant. The man admitted he 
did. “Then pay it,” the J. P. remarked, 
and put a period by expectorating. 

In the early days, K. A. said, he fre- 
quently in the winter was snowed in in 
country towns. He did not wait for the 
snow to melt before doing his soliciting, 
but realized that was the best time to 
find prospects at home or in their stores. 


Dividend Ruling Modified 

ALBANY, March 2.—Superintendent 
Van Schaick has modified his ruling that 
dividend announcement cannot be made 
more than two months in advance of the 
commencement of the dividend year by 
making an exception in the case of com- 
panies which allow no surplus returns 
at the end of the first policy year. The 
primary purpose of the ruling is to pre- 
vent agents using a declaration of divi- 
dends many months in advance as an 
argument in solicitation. Some com- 
panies secure a considerable competitive 





advantage in being able to practically 
guarantee first year dividends. Conse- 
quently, the two months ruling applies 
to them. Where the first year dividends, 
either contingent or otherwise, are not 
paid, this situation does not arise, ac- 
cording to the superintendent. 


Recodification Is Advocated 


Superintendent Palmer of Illinois ap- 
peared before the insurance committee 
of the Illinois house of representatives 
and recommended a study of insurance 
legislation throughout the country with 
the idea of submitting recodified laws 
to the 1935 legislature. A few amend- 
ments to the investment laws may be 
necessary, he said, although nothing is 
materially wrong with the investment 
section. 


Arkansas Appointment Soon 
LITTLE ROCK, ARK., March 2.— 


Governor Futrell within the next few 
days is expected to announce the ap- 
pointment of a successor to Commis- 
sioner A. D. DuLaney, whose term ex- 
pires March 5. Although no announce- 
ment has been made from the govern- 
or’s office, U. A. Gentry, municipal 
judge at Hope, who has served in both 
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branches of the legislature, has been 
mentioned for the place. 

Mr. DuLaney was appointed in 1931 
to fill out the unexpired term of W. E. 
Floyd, whose appointment by Governor 
Parnell was not confirmed by the sen- 
ate. 





Lincoln National Winners 


The northern Indiana agency of the 
Lincoln National Life under General 
Agent V. J. Harrold stood first among 
all agencies in paid business from new 
organization. The O. D. Douglas 
agency of Texas was second and the H. 
C. Lawrence agency of New Jersey was 
third. Daily reports, day-to-day pro- 
grams, and a systematic plan for train- 
ing new men in the life insurance busi- 
ness were the reasons given by General 
Agent Harrold for the success of his 
agency in this regard. 


Finance Talk to C. L. U. 


Company practices and financial de- 
velopments were discussed by B. C. 
Millikin at the February meeting of the 
Philadelphia C. L. U. chapter. He gave 
a thorough review of dividends, interest 
rates, surrender charges, cash values, re- 
ceiverships and similar topics. 








REFLECTING STRENGTH AND GOOD MANAGEMENT 





FINANCIAL STATEMENT 


PAN-AMERICAN LIFE INSURANCE CO. 


RESOURCES 


Real Estate. 


First Mortgage Loans on Real Estate. . 
U. S. Bonds and Other Bonds (Amor- 


ae 


Policy Loans and Liens....... 


Premium Notes................ 


Accrued Interest. 


Net Uncollected and Deferred Pre- 


miums .... 


Miscellaneous Resources. 


TOTAL 


Total Policy Benefits Paid in 1932... 


Insurance in Force 
As of Above Date 
$170,558,354.00 


December 31, 1932 


.$ 28,378,234.65 TOTAL 


LIABILITIES 
..$ 1,741,720.54 Reserve on Policies as Required by 
lew . , $ 25,229,471.67 
12,291 049.88 Death Claims Reported, Proofs Not Re- 
ceived .. + 221,160.44 
3,817,861.34 Reserve for Taxes. as 68,757.71 
Bills, Accounts, Medical and Inspection 
6,788,756.44 Fees Due and Accrued. 18,163.46 
Suspense Account ‘ 6,496.72 
“y LAMA 08.48 Premiums Paid in Advance 33,187.42 
sees 567,942.46 Interest Paid in Advance 172,867.51 
Reinsurance Companies’ Reserve Ac- 
i hie Conseere count .... is ai 25,215.08 
Miscellaneous Liabilities, Including Spe- 
973,613.92 cial Reserves for Depreciation of 
Securities . 313,905.84 
103,515.71 Surplus for Protection of Policyholders 
Over all Liabilities 2,289,008.80 


$ 28,378,234.65 


-$ 5,006,914.79 


Paid Policyholders and 
Beneficiaries to Date 
$33,423,664.00 


In its territory of twenty-six states, the Pan-American has a number 
of excellent openings for field managers in cities of 20,000 or over. 
Managers of this company receive every cooperation in securing 
and training agents. Up-to-date agency helps furnished by the Pan- 








American make for efficiency and profit in the management of the 
company's branch offices. For information concerning openings address 


TED M. SIMMONS, Manager United States Agencies 











PAN-AMERICAN LIFE INSURANCE CO. 


NEW ORLEANS, U.S.A. 


CRAWFORD H.ELLIS, President 





EDWARD G. SIMMONS, Vice 


Pres. & Gen. Mgr. 
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BANKERS LOE 
COMPANY 


Gain in Assets, 1932 
$6,456,393.40 





Total Admitted Assets 
December 31, 1932 
$172,133,420.80 


BANKERS LIFE COMPANY 


Gerard S. Nollen, President 


Established 1879 DES MOINES, IOWA 
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The INVESTOR 


who has lost is your 
BEST PROSPECT! 


Retirement Annuities have real P. now 
to people who used to have fun in the 
stock market. Southland Agents know of 
a real plan for selling this type of contract. 
If you would like more information, 
address: Clarence E. Linz, 1st Vice Presi- 
dent, or Col. Wm. E. Talbot, Agency 
Manager. 


Southland Life 


Insurance Company 
HARRY L. SEAY, President 
HOME OFFICE ... . DALLAS, TEXAS oS 
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Farm Mortgage Problem 
Studied in Many Sections 


(CONTINUED FROM PAGE 2) 


redemption period in mortgage fore- 
closure cases to three years, is a law 
in Wisconsin, and others are pending. 

The Northwestern Mutual Life, which 
has the most concern of any Wisconsin 
corporation in mortgage trends, defines 
its attitude in a statement by ‘ 
Jones, assistant counsel, presented to the 
Wisconsin legislature and other law- 
making bodies. This company has 
$295,000,000 invested in real estate se- 
curities, of which about -$205,000,000 is 
in farm mortgages, 

The company is opposed to deficiency 
judgments. The company has had suc- 
cess in handling the farm mortgage situ- 
ation, defaults ending foreclosures re- 
sulting in a nominal total, 1.43 percent 
of admitted assets. However, a real es- 
tate mortgage is a legal contract, and 
contractual obligations are protected by 
the constitution; they may not be im- 
paired by state enactment. 

“Public welfare does not rest alone 
upon the financial circumstances of the 
mortgagor,” Mr. Jones stated. “On the 
other side of the picture is the mort- 
gagee and the great financial structure 
which rests upon the integrity of real 
estate mortgage obligations. Any bene- 
fit to the public welfare which might be 
gained by releasing the mortgagor from 
his obligations would probably be more 
than offset by resulting hardships in- 
flicted upon those whose finances rest 
upon the integrity of the mortgage.” 

Halting of all legal protection if the 
mortgagor refuses to make an honest 
effort to work out his problem or to 
adopt conciliatory methods was sug- 
gested. It was said the period of re- 
demption might be extended under court 
jurisdiction providing that during this 
additional period the mortgagor com- 
plies with reasonable requirements such 
as paying taxes, insurance and keeping 
property in good condition. The court, 
not the mortgagee, should be the de- 
termining factor in compliance. 

A moratorium bill has been approved 
by the Oklahoma state senate, provid- 
ing for an 18 months’ delay on fore- 
closure actions. Adoption by the upper 
house is expected. Defendants in such 
suits would have nine months to file 
original answers and state courts would 
be barred from rendering judgment for 
an additional nine months. The bill 
provides that no moratorium can be 
granted for a longer period than two 
years from the passage of the measure. 





Graduated Tax-Investment 
Law Sought in Michigan 


LANSING, MICH., March 2.—A 
measure introduced in the Michigan 
legislature, which is drawing immediate 
fire from the companies, would place a 
new tax burden on life and casualty 
companies organized here and would re- 
quire non-resident companies to invest 
75 per cent of their Michigan reserves 
in Michigan real estate or securities 
along the lines of the Robertson law in 
Texas. 

The tax imposed would be 3 percent 
of gross premiums collected in the state 
annually, whether by Michigan or non- 
resident companies, but would be gradu- 
ally reduced to a minimum of 2 percent 
in proportion to an increase in the per- 
centage of investments in Michigan 
securities. The reduction would be to 2.6 
percent if 30 percent of the total Michi- 
gan reserves were thus invested, to 2.3 
if 60 percent, and to 2 percent if 75 per- 
cent or more. 


OPPOSE MISSOURI BILL 


JEFFERSON CITY, MO., March 2. 
—The house committee has laid over 
without action the bill to require life 
companies to invest at least 75 percent 
of the legal reserves held on policies 





=—= 
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Philadelphians Succumb 
to Jig-Saw Puzzle Craze 





The Philadelphia agency of the 
Bankers Life of Iowa is hard at 
work on a jig-saw puzzle made 
out of a photograph of C. K. Du 
Mars, agency manager. For every 
$1,000 of new business he writes, 
a salesman is permitted to put a 
piece with his name on it in the 
puzzle. The completion of the 
puzzle will bring enough business 
to qualify Mr. Du Mars for the 
company’s special manager meet- 
ing next August in Chicago. 











Advocates Visual Selling 


Earle L. Harrah Advocates the System 
of Presentation That Will Hold 
the Prospect’s Attention 








At the Peoria, Ill., Life Underwriters 
Association meeting E. L. Harrah, who 
appeared on the sales congress program 
in 1930, was the principal speaker, his 
subject being “Visual Selling.” He em- 
phasized the value of a set sales talk. 
He said that people remember one-tenth 
of what they hear, four-tenths of what 
they see and five-tenths of what they 
see and hear at the same time. He 
said that the advantages of visual sales 
presentation are that by using illustra- 
tions and graphs the agent is guided 
along the right track during his talk. 
He likened the sales talk to the building 
of pyramids. The salesman should pyra- 
mid his arguments properly. cite 

Next, the presentation lends dignity 
and importance to the occasion and pre- 
vents outside interruptions. Outsiders 
are less likely to intrude where the 
prospect is engaged in reviewing the 
presentation than they would in what 
seems to be an ordinary conversation. 
Next, it causes the prospect to concen- 
trate and thus gain the fullest under- 
standing of the ideas propounded. Fre- 
juently a prospect will allow his 
thoughts to be occupied by some pet- 
sonal characteristic of the salesman, 3 
conversation in an adjacent office or an 
object on the street below, therefore, he 
does not get the fullest impact of the 
arguments presented. ; 

Announcement was made of a series 
of four programs during March and 
April. John R. Hastie, president Chi- 
cago Life Underwriters Association; 
Vice-president H. J. Cummings, Minne 
sota Mutual Life; Dr. S. S. Huebner, 
University of Pennsylvania, and T. M. 
Riehle of New York, first vice-president 
National Association of Life Underwrit- 
ers, will be the speakers. 





Kill Nebraska “Robertson” Bill 

The Nebraska senate has indefinitely 
postponed a “Robertson” bill to require 
foreign companies to invest in Nebras 
approved securities an amount equalling 
the legal reserve necessary to maintaia 
all policies issued by each company ™ 
the state. ; 

Indefinite postponement of the bill 
limiting salaries of officers and employes 
of insurance companies to $5,000 a year 
has been recommended by the senate 
insurance committee. 


—— 
—— 








issued in Missouri on property withia 
the state. 

Spokesmen for the various easterm 
companies appeared at the hearing 0 
oppose the bill. It was explained that 
although the companies in the aggre 
gate have more than 75 percent of their 
Missouri reserves invested in the state 


they are greatly opposed to the = 
Cauley measure. James C. Jones, te 
Louis attorney, representing the Li 


Presidents Association, was the princl 
pal spokesman against the bill. 
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Kemper Interests 
Get Illinois Life 


(CONTINUED FROM PAGE 3) 


and loans, but Nov. 28, 1932, reserve 
will not be available until Dec. 31, 1937. 

The court is to ascertain the amount 
of lien and fix: 1. Policy reserves left 
after loans; 2. survivorship reserve. 
Death claims and other liabilities in- 
sured will be deducted from the assets 
received by the reinsuring company, the 
difference being the amount of lien, 
which will bear 4% percent interest. 

The new company will report an- 
nually the cash received from the re- 
ceiver, securities accepted, net profit, 
gain or depreciation in assets thereto- 
fore delivered by the receiver, and 
whenever the total less proper deduc- 
tions equals 20 percent of the lien, the 
company shall credit each policyholder. 
However, the lien may be adjusted as 
of any Dec. 31 by the company. The 
lien may be paid by the policyholder at 
any time and thereafter he would be 
entitled to loan and surrender values. 
The lien would be deducted from every 
settlement except death. E 

The agreement suggests liquidation of 
the Illinois Life by the receiver or a 
trustee, in which latter case it is sug- 
gested the trustee shall pay liquidation 
proceeds over quarterly, less expense. 
The company at any time could take 
over the remaining assets if it would 
discharge lien. If the lien is not dis- 
charged by Dec. 31, 1947, it shall there- 
after be deducted. 


Commission Arrangement 





Renewal commissions will be paid to 
agents who remain and assist for the 
term of their contracts but not for more 
than nine years from the first commis- 
sion originally paid. The company will 
be entitled to receive all records and 
right to use the home office building on 
Lake Shore drive, Chicago, for a year. 
Records will be segregated and report 
made to the trustee for the preceding 
year by March 1. 

There have been many reports of the 
Illinois Life business being raided, as it 
is known there are several lists of 
policyholders in circulation. However, 
Mr. Kemper’s representatives state that 
this effect has been only slight. 


Wilkerson Gives Conclusions 


Judge Wilkerson in a memorandum 
opinion set forth his reason for ordering 
the deal with the Associated Mutuals. 
One of the oustanding bidders, the Lin- 
coln National of Fort Wayne, Ind., 
withdrew its proposal. The court con- 
sidered all proposals, received many re- 
Ports and took much testimoney of 
actuaries and others. 

“One of the important objects to be 
attained by reinsurance or mutualiza- 
tion,” Judge Wilkerson said, “is the 
Protection of the rights of the policy- 
holders to the end that death claims 
which existed at the time of the re- 
cetvership, which have accrued since 
that date and which may accrue in the 
future, as far as possible will be paid 
in full. The required reserves of the 
Illinois Life Insurance Company have 
been impaired and the present assets of 
that company are to a very large extent 
not liquid, and in the ordinary course 
of events it wili take considerable time 
to dispose of the major part of such 
assets except at great sacrifice. 


Curb on Excessive Charges 


“The court has reached the conclusion 
that the proposal submitted by Asso- 
ciated Mutuals, Boston, Mass., to form 
a new stock life insurance company, af- 
fords under all the circumstances the 
est basis for a plan of reinsurance. It 
must be understood that that proposal 
as well as every other proposal submitted 
does not cover every item of a workable 
contract and that when the contract 
Shall have been prenared and submitted 
~~ this court for approval, it will con- 
ain all necessary provisions for the 
Purpose of carrying out the general plan 


set forth in the proposal. Such a con- 
tract shall contain appropriate provisions 
so as to prevent the payment of exces- 
sive dividends upon the investment in 
the new company and likewise of exorbi- 
tant salaries to officers and executives. 
It must safeguard the reserve fund which 
is to be administered as a trust fund for 
the benefit of the policyholders. 


Court to Retain Control 


“It may well be said that the insurance 
laws of this state require revision or 
amendment or that the administration 
of those laws requires changes in the 
reports to be filed by insurance com- 
panies, and other regulation or super- 
vision of the affairs of Illinois insurance 
companies, so that a situation such as 
we have before us in this case may not 
recur and that the policyholders’ rights 
be better protected. A plan for rein- 
surance must provide for adequate con- 
trol by the court of all matters essential 
to the proper administration of the trust. 

“In the preparation of the plan for 
reinsurance consideration should be 
given to the agents and solicitors of the 
Illinois Life Insurance Company with 
a view of securing through equitable 
treatment a continuation of their serv- 
ices to the company.” 

General Davis sent a copy of the 
memorandum and order to all policy- 
holders, emphasizing the integrity and 
fine reputation of Mr. Kemper and urg- 
ing policyholders to preserve their rights 
and pay their premiums as they fall due. 
These premiums paid the receiver are 
kept in a separate fund subject to court 
order. 

Plan to Retain Old Staff 


It was indicated that all employes 
and agents of the Illinois Life will be 
retained and the home office utilized. 
The Illinois Life had approximately 
$150,000,000 insurance in force when the 
re-eivership proceedings were started in 
November. In some quarters it was 
estimated only $130,000,000 remains, 
but representatives of Mr. Kemper set 
the figure at $142,000,000, which would 
indicate only $8,000,000 loss in nearly 
four months. 


OKLAHOMA RECEIVER NAMED 


F. A. Haver was appointed ancillary 


receiver in Oklahoma for the Illinois 
Life by District Judge Hally. The re- 
ceivership petition was filed by Mrs. 


Mary M. Layton, stockholder. 


Time Control Is 
the Answer Today 





(CONTINUED FROM PAGE 3) 


Underwriters have never seen selling 
conditions so difficult. 

He raised the question in view of 
these conditions, where will the profits 
come from in 1933, and stated the in- 
evitable answer is time control. Man- 
agement today, he said, is recognized as 
the only source of profit in any endeavor. 
The most serious factor in the life in- 
surance selling process is contacting the 
largest number of people properly and 
profitably. The life man gets every- 
body’s grief. He hears every day the 
plaints of “no money” and “no busi- 
ness.” In listening to this grinding 
process of “men’s minds in reverse,” Mr. 
Sparver said; in reading depressing ac- 
counts of business condition in news- 
papers and elsewhere, he is constantly 
getting a negative reaction. The coun- 
try is going through the greatest pub- 
licity campaign on the negative side, he 
said, that has ever been witnessed. 

Subjected to Pessimism 


This constant pessimistic hammering 
beats on the underwriter’s reserve of 
resistance and moral tone, but this sit- 
uation must be met if any profits are to 
be made this year. Mr. Sparver urged 
that underwriters let those who would 
prophesy go their way, and instead to 
look at their own business and get 








squared away; to ignore the confusing 


and confounding propaganda from all 
sides and get down to business. 

The process of thought, he said, 
would be analysis first of the business, 
then of the market and finally of oneself. 
The business has come along for 175 
years with the same ideas and ideals 
found in the hearts of its founders. It 
is untrammeled as no other business al- 
though it has been buffeted as no other 
has been. It is the same as five years 
ago except for a few spots of outstand- 
ing mismanagement, Its future is un- 
dimmed. Mr. Sparver said he is glad 
and proud that he is in life insurance. 
He believed in it 19 years ago when he 
started in it and he believes in it more 
than ever now. 


Should Cross-question Self 


It is necessary for the underwriter to 
ask himself what he wants to do? Where 
he wants to go? What he wants to do 
when he gets there? What kind of man- 
agement he should have in his business? 

The conditions which the underwriter 





faces are mental attitude, lack of object- 
ive and plan, the question of sales train- 
ing, debts, business conditions, difficul- 
ties in prospecting, adverse buying con- 
ditions, curtailed public income, absence 
of sales supervision, 

Against these, Mr. Sparver said, are 
the greatest need for life insurance in 
the history of the country, possibilities 
of replacement in the tens of millions, 
a new confidence in life insurance and 
a great need for individualized selling. 
The underwriter today should he 
equipped to tell a man what he should 
do with his money. 

R. L. Davis, Union Central, associa- 
tion vice-president, presided in the ab- 
sence of President J. R. Hastie on a 
Canadian speaking tour. T. F. Law- 
rence, manager Reliance Life, introduced 
Mr. Sparver. 


The Louis Reichert agency celebrated 
the completion of 30 years of repre- 
sentation of the Travelers in New York 
City with a dinner March 1. 





Godspeed! 


A new President of the United 
States is taking over the arduous 
duties of that high office. 


It is the earnest wish of The 
Prudential that his ad- 
ministration be one of 
notable achievement. 


To Franklin D. Roosevelt, 
upon whom the eyes of a 
hopeful world are resting, 
we bid an earnest 


“GOOD LUCK.” 
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Out Where the 


Mere Torre, editor of “Nation’s Busi- 
ness” at Washington, D. C., in a recent 
talk stated that we are all slaves to the 
stock exchange. The first thing that we 
do in opening our paper is to turn to 
the stock quotations. That determines 
the trend of our mental processes, and, 
in fact, gives us the color that we will 
wear during the day. We will wear a 
gay hue or a drab, according to the 
stock exchange quotations. We will be 
up or down, we will be elated or de- 
pressed. As a matter of fact, our whole 
business and economic well being is too 
much tied up with the stock exchange. 
There are some 300 or more enterprises 
whose stocks are listed on the New 
York stock exchange. Therefore, we 
let what is befalling these enterprises 
govern our going and coming. We regu- 
late our business program according to 
the ticker. 

Naturally what befalls these more im- 
portant enterprises is of great interest 
to the business and commercial world. 
They are an index of general business 
conditions. The stock exchange, how- 
ever, is a weather vane. It is subject to 
all sorts of influences. 

Mr. THorre in his public utterances 
calls attention to the fact that we for- 
get the thousands and thousands of 
small businesses, partnerships and activi- 
ties out in the great open spaces, in the 
big cities, in the towns, in the medium 
size points, etc. What is happening to 


Change Begins 


them is of far greater importance to the 
welfare of the country than what is hap- 
pening to the concerns whose stocks are 
listed on the New York exchange. It is 
far out in the soil, where the roots of 
the grass and the trees go down, where 
people are working, where their stand- 
ards are high, where they are trying to 
fit themselves to new conditions, that 
the real work of business readjustment 
is going on. What they are accomplish- 
ing is of high concern. 

It is a fact that out where you find 
the smaller enterprises, whose stock is 
never heard of, that the real work of 
financial and economic readjustment is 
in progress. After all, it is these smaller 
activities that form the backbone of our 
business structure. We find that the 
people guiding them are endeavoring to 
right their craft. They have been 
mightly jolted. Hundreds of them have 
failed or suspended. But all of them 
that are still going have put in econ- 
omies, have shifted their sails, until 
today the outlook is far brighter than it 
has been. As Mr. TuHorre points out, 
there is a better feeling and a more 
healthy sentiment in the mind of the 
people. That precedes business activity. 
Better feeling does not follow business 
activity, but it is always noticed before 
there is an upturn. People have passed 
beyond the panic stage. They realize 
something has to be done and are start- 
ing to work their way out. 


Plenty of Money to Spend 


AFTER all, the field of the insurance 
man is very wide. A salesman is not 
compelled to travel along one road or 
devote himself to one class of people. 
There are some persons who are mak- 
ing money. If you don’t believe it, stop 
into one of the night clubs in New 


Making Good 


Many people are good starters but poor 
finishers. They begin some enterprise with 
great zeal and determination but the fire 
burns out. It is not the man in the race 


who makes a spurt at the start that usu- 


York; go to some of the popular shows 
in the cities; visit the movie houses; 
drop in at some of the high class res- 
taurants. There you will see money 
being spent just as freely as it ever 
was. The place for the agent to work 
is where the money is. 


at the Finish 


ally wins. After all it is the finish that 
counts. It is the completion of what one 
starts out to do. That indeed should be 
well done. Persistency and stick-to-it- 
iveness will get results. 








PERSONAL SIDE OF BUSINESS 








C. A. Gough, deputy insurance com- 
missioner of New Jersey, celebrated the 
40th anniversary of his connection with 
the office Feb. 21. While this record 
for continuous service was matched by 
the late H. D. Appleton, first deputy 
of the New York department, and A. E. 
Linnell, retired Massachusetts deputy, it 
is doubtful whether it can be equaled by 
that of any other department official. 
Mr. Gough is still going strong. The 
esteem in which he is held by members 
of the National Convention of Insur- 
ance Commissioners may be _ inferred 
from the fact that he is the only deputy 
commissioner appointed to serve on its 
various committees, all other members 
being full-fledged commissioners. In 
his many years of association with the 
New Jersey department Mr. Gough has 
worked under a score of commissioners 
of various political faiths. The New 
Jersey agents evidenced their feeling for 
Deputy Gough by presenting him with 
a handsome gold mounted cane, the 
presentation being made on behalf of 
the New Jersey Association of Under- 


writers by T. C. Moffatt, a former 
president. 

For the “app-a-week marathon” the 
Indianapolis Life enters its agent, John 


J. Pawloski, Chicago, who has written 
an application a week or better for 11 
years. His applications run from one to 
ten a week and he writes at the rate of 
$500,000 or better a year. 


S. T. Whatley, new agency vice-presi- 
dent of the Aetna Life, assumed his 
post at the home office March 1. R. S 
Edwards, his successor as Chicago gen- 
eral agent, after a short visit in that city 
returned to New York and plans to be 
on the job in Chicago about March 15, 
K. A. Luther, retiring agency vice-presi- 
dent of the Aetna, who became New 
York City general agent March 1, was 
tendered a luncheon in Hartford Tues- 
day by the general agents’ association 
of the Aetna and was presented a very 
valuable antique 16th century desk for 
his. home. Almost the entire official 
staff of the company attended, includ- 
ing President Brainard. 


G. C. Holmberg, treasurer of the 
Northwestern National Life of Minne- 
apolis, has been elected a director of 
the Northwestern Fire & Marine of 
Minneapolis. He also will serve as a 
member of the finance committee. Mr. 
Holmberg is well known in life circles 
because of his activities in the financial 
section of the American Life Conven- 
tion, of which group he was secretary 
in 1929-30 and chairman in 1930-31. 

Carl Mays, former major league base- 
ball pitching star whose puzzling under- 
hand slants and curves won many mound 
duels and caused him to be dubbed the 
“submarine artist,” has entered the field 
of life insurance as an agent of the Mis- 
souri State Life in Portland, Ore., under 
Manager Jacie Neer. 

Whether his decision to join the field 
force of the Missouri State Life was in- 
fluenced by the fact that Mr. Neer him- 
self has something of a reputation as an 
athlete in the tennis world is not known. 
Mays performed in six different world’s 
series. 


W. M. Dougherty, 59, manager of the 
farm loan department of the Guaranty 
Life of Iowa for 15 years, died at Dav- 
enport. He was a brother of L. J. 
Dougherty, president and general man- 
ager. 

W. K. Chorn, 48, former Missouri sup- 
erintendent and former president of the 
Missouri State Life, died at his home in 
Kansas City from heart disease. He was 
made state department actuary in 1915. 
Later he served two terms as superinten- 











w. 


K. CHORN 


dent of insurance, resigning to accept the 
presidency of the Missouri State Life. 

For the past 14 years Mr. Chorn has 
been associated with Charles M. Howell 
in the practice of law in Kansas City, 
representing reciprocal insurance inter- 
ests. 


— 


Semiannually the speakers’ division of 
the Kansas City Advertising Club holds 
a banquet. Last Saturday night 125 
persons attended. For the first time a 
woman acted as toastmaster and chair- 
man—Miss Chlo Peterson, director of 
publicity for the Business Men’s Assur- 
ance. 


= 


Dewitt O. Myatt, 55, former law clerk 
and later attorney for the old Kentucky 
insurance rating board, dropped dead in 
Louisville, while walking to his office. 
At the time of his death he was general 
counsel and director of the Southern 
Trust Co., which handles loans in Louis- 
ville territory for the Metropolitan Life. 


— 


Charles Sawyer, who is a director of 
the Union Central Life, is the ‘hhandsom- 
est lieutenant governor Ohio has ever 
had. That body officially declared so in 
a resolution adopted a few days ago. 
The.16 Republicans in the senate voted 
for the resolution and the 16 Democrats 
against it. With a tie vote, Mr. Sawyer 
himself cast the deciding ballot in favor 
of the resolution. 

W. M. Rothaermel, superintendent of 
agencies in the central department of the 
Equitable of New York in Chicago, was 
married March 1 to Miss Ruth Freeney 
of Los Angeles in the home of the 
bride’s sister, Mrs. Jean M. Allen, Oak 
Park, Ill. Rev. W. H. Hill, pastor Har- 
vard Congregational church, Oak Park, 
officiated. There were no attendants, 
only a few friends being present. After 
the ceremony, the couple left for New 


York from where they will sail Friday § 


for a honeymoon cruise to southern seas 
through the Panama Canal and to Cal 
fornia. Upon their jreturn to Chicag? 
about April 1, they will reside at the 
Whitehall. This event is the culmine 
tion of a girlhood and boyhood romance 
They first met in;schoo! in northwestel! 
Iowa, then Miss Freeney moved to Call- 
fornia. Until recently they had not met 
nor communicated for 20 years. 


Leon W. La_ Bounta, general agent 
for the Penn Mutual in Minneapolis 
reports an increase in business in Jaa 
ary and February of 16 percent over the 
same months of 1932. He has just com™ 
pleted remodeling his office. 
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NEWS OF THE COMPANIES 





Kentucky Home Life Survey 


Hope to Get Plan Approved by All the 
Interests Concerned with the 
Company 








LOUISVILLE, March 2.—Action is 
anticipated in a short time on the Ken- 
tucky Home Life in connection with 
the survey plan as proposed by the Fi- 
delity & Columbia Trust Co., which was 
asked some weeks ago to work out a 
program that would be acceptable to 
the interests controlling the company 
and also the state insurance depart- 
ment. The Fidelity & Columbia com- 
pleted its report and sent it to the east- 
ern interests represented by Julius 
Barnes, Frank Cohen and the Conti- 
nental Bank & Trust Co. of New York. 
Mr. Barnes is reported to be ill and un- 
able to attend the conference here this 
week. E. P. Humphrey, attorney for 
the company, reported that Mr. Cohen 
was in Louisville as well as A. K. 
Brehm, first vice-president of the Con- 
tinental bank and Attorney Dougherty, 
representing the bank. Carl Sherman 
of the Barnes-Cohen group was also in 
the city. If the eastern interests ap- 
prove the recommendations, then the 
plan will go to the state department. 

The annual meeting of the Kentucky 
Home has been postponed again, await- 
ing the outcome of the conference. The 
Kentucky Home Life took over the 
policyholders of the Inter-Southern Life 
with a 60 percent lien. The people who 
formed the Kentucky Home Life put up 
$1,000,000 and this was made available 
for payment of death claims under 
Inter-Southern policies. The Conti- 
nental Bank & Trust Co. of New York 
has become an important factor due to 
loans made to the Cohen-Barnes group, 
said to represent $550,000 for purchase 
of the Kentucky Home Life. 





Named General Manager 


Philip H. Mason, mayor of Norfolk, 
Va., and a member of the city council 
of that city, has been appointed vice- 
president and general manager of the 
Union Life of Richmond, according to 
Col. Joseph Button, president of the 
company. Mr. Mason will resign as 
mayor and councilman about March 1 
to take up his new work. 

Mr. Mason formerly was Jefferson 
Standard general agent at Norfolk and 





was also at one time assistant superin- 
tendent of the Metropolitan Life in 
Richmond and district superintendent at 
Wilmington, N. C. 





Benefit Outfit Incorporated 


The North American Mutual Benefit 
Association of Cleveland has been in- 
corporated. When the papers were first 
submitted, the Ohio attorney-general re- 
fused to approve them. The charter has 
now been changed to provide that death 
benefits not to exceed $100 or disability 
benefits not to exceed $150 shall be paid 
to any person within one year. With 
this change, approval by the attorney- 
general is not necessary. 





McBride with Mutual Old Line 


R. G. McBride has been appointed 
superintendent of agents of the Mutual 
Old Line of Des Moines. He was for- 
merly associate general agent ot the 
Penn Mutual Life and before that had 
been general agent of the Massachusetts 
Mutual. 





J. G. Ferguson Advanced 


J. G. Ferguson, vice-president of the 
Continental Life of St. Louis and man- 
ager of its accident and health depart- 
ment, has been advanced to agency 
director. He has held his present posi- 
tion for six years. For two years prior 
to that he was general agent in Arkan- 
sas. 





Life Company Notes 


A new mutual benefit association is 
fe Seeeee Mutual Benefit at Rock- 
ford, Ill. 


The National Aid Life, Oklahoma City, 
has taken over the business of the Ama- 
rillo Mutual Benefit Association, Ama- 
rillo, Tex. 


Would Supervise Stock Sales 
LINCOLN, NEB., March 2.—Com- 


missioner Herdman’s bill to require any 
insurance company selling stock in other 
corporations first to get permission from 
the state bureau, has been recommended 
for passage by the senate insurance com- 
mittee. This will enable him to super- 
vise the sale of stock by mutuals pre- 
paring to transform into stock companies, 
accident companies developing life com- 
pany auxiliaries and the like. 








LIFE AGENCY CHANGES 
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Monarch Life Makes Changes 


Col Ss ds McIntosh in Chicago 
—Thompson Becomes General Agent 
in Indianapolis 











F. W. McIntosh, who for several years 

has been general agent of the Monarch 
Life in Chicago, will relinquish that post 
March 15 to take charge of a new mid- 
western claim office which will be estab- 
lished by the company on the ninth floor 
at One North La Salle street, Chicago, 
Supervising claim work in Illinois, In- 
diana, Michigan, Minnesota, Iowa, the 
Dakotas, Nebraska and Kansas. 
_ He will be succeeded as general agent 
in Chicago _by_Cliff Coleman, now gen- 
eral agent in Indianapolis and formerly 
in charge of the company’s Los Angeles 
oSen. Lou M. Thompson is transferred 
trom Des Moines to Indianapolis. He 
is a former resident of Indiana and is 
now getting back to his old home state 
ater having traveled far afield. He was 
~ a number of years general agent for 
the Monarch Life in Canada, with head- 
quarters in Toronto. 





Harrison Is General Agent 





Well Known Connecticut Mutual Man 
Joins the Union Central Life at 
Houston, Texas 





W. R. Harrison, Jr., widely known in 
the life field, has been appointed general 
agent for the Union Central Life at 
Houston, Tex. He is one of five brothers 
connected with the Union Central. H. 
T. Harrison is general counsel in Arkan- 
sas; G. C. Harrison is general agent at 
Seattle, while J. J. Harrison is general 
agent at Little Rock, Ark., with another 
brother, Kenneth, acting as an agent in 
the same office. 

The new Houston manager is a native 
of Lewisville, Ark. He was educated at 
Hendrix College and at the University 
of Arkansas. He began his business 
career as a traveling salesman for the 
Miller Rubber Company, later entering 
the life field. In 1922 he formed a gen- 
eral agency at Little Rock with his 
brother, Galloway Harrison, and in 1931 
became home office supervisor for the 
Penn Mutual. Since them he has served 
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A fine COMPANY 
TO WORK FOR 


RRA cele $ 23,077,259.91 
Surplus to Policyholders —_1,929,780.19 
In Force ............ 123,541,381.00 


E started 1933 with practical plans of agency 

building and production. These plans have 
brought a 20% increase in new business, over the 
corresponding period of last year. Agents and 
Policyholders are rendered excellent service, Best 
rates us "A." We are thirty years old. 


’ THE VOLUNTEER STATE 
Men Wanted in: LIFE INSURANCE CO. 


Tennessee, Georgia, Florida, 
Alabama, North Carolina, Chattanooga, Tennessee 


South Carolina, Virginia, 
Mississippi, Louisiana, Ar- 


kansas, Texas. A. V. MOZINGO, Agency Vice President 




















INTRODUCING 
Jack Padgett 
f 


Austin, Texas 





In December, 1931, Jack P. Padgett signed a Jefferson Standard 
contract. Previous insurance experience—none. In December, 1932, 
Jack ended his first year in the insurance business with a written 
volume of $427,000. A success in his first year! 


A great record—yet a record that can be duplicated by any 


ambitious man that wili take advantage of the unlimited oppor- 
tunities for success offered in a contract to represent this Company. 


For information, address 
A. R. Perkins, Agency Manager 


JEFFERSON STANDARD 
LIFE INSURANCE COMPANY 


Julian Price, President 
GREENSBORO, NORTH CAROLINA 


JEFFERSON STANDARD MEN MAKE MONEY 














I dressed the agency meeting of the Chi- 








as general agent for the Connecticut 
Mutual at Atlanta. He is a former presi- 
dent of the Little Rock Life Underwrit- 
ers Association. 


C. R. Rikel 


C. R. Rikel, 16 Court street, Brooklyn, 
for many years a prominent general in- 
surance agent in the Borough hall sec- 
tion, has been appointed by the Brook- 
lyn National Life as general agent. He 
is the president of C. R. Rikel, Inc., 
which for over 12 years has handled a 
large volume of general business. He 
will personally supervise the organiza- 
tion of a life department. 








American National Appointments 


The American National of Galveston 
has made the following appointments: 
W. R. Cherry, superintendent, Monroe, 
La.; B. J. Rogstad, superintendent, 
Chickasha, Okla.; L. B. Harmon, super- 
intendent, Orange, Tex.; J. B. Kennedy, 
superintendent, Meridian, Miss.; I. M. 
Collins, superintendent, Raleigh, N. C.; 
A. B. Ivey, superintendent, Paducah, 
Ky.; N. B. King, superintendent, Tyler, 
Tex.; S. R. Angell, superintendent, Al- 
buquerque, N. M.; H. P. Eastham, in- 
spector, Lubbock, Tex.; W. J. Riemann, 
inspector, Los Angeles and W. A. Boyd, 
superintendent, Lubbock, Tex. 


J. W. Sparkman, C. W. Hill 


J. W. Sparkman, Arkansas state man- 
ager for the Kansas City Life, has re- 
signed to devote his entire time to per- 
sonal production. He has been suc- 
ceeded by C. W. Hill, for many years 
associated with the company. 








H. E. Wilson, S. C. Lawrence 


Harry E. Wilson, former manager at 
Augusta, Ga., for the Penn Mutual Life, 
is no longer with the company. Samuel 
C. Lawrence of Savannah succeeds Mr. 
Wilson at Augusta. 





Life Agency Notes 


Walter Orriny, special representative 
of the National Life of Des Moines in 











Named at Houston 














WILLIAM R. HARRISON 
New General Agent Union Central 


Chicago, has been appointed state gen- 
eral agent, succeeding Harold Browne, 
retired, 

F. J. Dreher, Jr., has been appointed 
supervisor for the Lamar Life’s Mont- 
gomery, Ala., district. 

Sam Barron, Clarinda, Ia., has gone to 
Omaha to open a new general agency 
for the National Fidelity Life of Kansas 
City. 

District offices of the Equitable Life 
of New York are to be moved from Sioux 
Falls, S. D., to Mason City, Ia. It is 
understood that J. H. Hamilton will be 
transferred from Sioux Falls to Mason 
City to manage the office there. 


A stock permit has been issued by the 
California department to the Life Insur- 
ance Company of America with head- 
quarters at Los Angeles, authorizing sale 
of 25,000 shares (par value $10 each) for 
$12.50 per share. 








AS SEEN FROM CHICAGO 





CRAIG SUCCEEDS THOMAS 


W. T. Craig, manager of the group 
department of the Gordon H. Campbell 
general agency of the Aetna Life at 
Little Rock, Ark., March 15 will assume 
similar duties in the Chicago agency, 
which has the largest group department 
in the Aetna organization. Mr. Craig 
was transferred five years ago from At- 
lanta to Little Rock and since has been 
in charge of group production in Arkan- 
sas, northern Louisiana and southeastern 
Missouri. He succeeds Boyce Thomas, 
who becomes Portland, Ore., general 
agent. 

**¢s 

INSURANCE STOCK QUOTATIONS 


H. W. Cornelius of Bacon, Whipple & 
Co. of Chicago, insurance investments, 
gives the following stock quotations of 
interest to life men: 

Div. per 
Stock Par Share Bid Asked 
Aetna Life ..... 10 aid 12% 13% 
Central Life, Ill. 20 .80 
Columbian Natl..100 8.00 105 a 


Conn. General .. 10 .80 21 
Continental, Ill.. 10 2.00 25% 28 


Contl. Casualty.. 5 7 8 
Federal Life, Ill. 10 sais 9 11 
Great Northern.. 50 6.00 90 110 
Life of — 20 3.00 75 80 
Lincoln Natl. 10 2.50 35 37 
Missouri State... 10 nee 3 4 
National Cas. 10 .40 5 7 
New World Lite. 10 40 5% 6 
No. Amer., Ill. 5 — 3 y 
N. W. National. 5 12 14 
Philadelphia Lite 10 ee 2 4 
Sun Life, Can...100 —_ 260 280 
Travelers ...... 100 16.00 335 350 
Wisconsin Natl.. 10 1.00 9 11 


* * * 
SUPERINTENDENT RIVERS TALKS 


J. W. Rivers, assistant superintendent 
of agencies of the Union Central, ad- 








cago office Monday on “Time Control.” 
The company has worked out a definite 
program of the sort which was installed 
some time ago in the Chicago agency 
under Manager H. A. Zischke and he 
has found it highly successful. Mr. 
Rivers later in the week went to Chi- 
cago to meet with the agencies of Man- 
ager M. E. Schryver at Polo, III, and 
Manager J. R. Edlund of Rockford, Ill, 
who is an associate of Mr. Schryver. 
- 
CONCERNED OVER RADIO FORUM 


Life underwriters in and around Chi- 
cago who tuned in on WMAQ the aft- 
ernoon of Feb. 26 were much concerned 
over the round table discussion which is 
a regular Sunday afternoon feature 
sponsored by the University of Chica- 
go’s economics department on various it- 
surance subjects. Sunday the forum 
was devoted to life insurance. Profes- 
sors S. H. Nerlove, Leech and Hen- 
drikson contributed. Professor Nerlove 
has achieved some distinction around 
Chicago through his academic discussion 
of insurance, although many insurance 
men find he attacks his subject too 
much from the tneoretica: ac the ex 
pense of the practical viewpoint. The 
consensus of the professors appeared to 
be that life insurance costs too much. 


It was stated that one can hardly buy 7% 


term policies from the life underwritet 
any more; that high premium forms ar¢ 
the order of the day, and that the reaso® | 


for this is the underwriter is out after 7 


the commission. The three professors 
came to the conclusion that if the capt 
talistic system in this country does not 7 
collapse, so far as they can see the busi- 
ness of the older, stronger life compa 
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nies will be able to meet the demand. 
During the publicity incident to fail- 
ure of the Illinois Life, direct negative 
results were experienced by many un- 
derwriters. Cases which were ready to 
close were ruined or held up. In one 
instance the agent was met by refusal 
when he confidently expected an appli- 
cation for a large retirement plan, and 
in the next breath the prospect asked, 
“What do you think of the Illinois Life 
deal?” Chicago underwriters fear that 
as a result of the Nerlove broadcast, 
with its intimations that there are too 
large margins in life insurance pre- 
miums, they will be met in the weeks to 


come with objections of many prospects 
that life insurance costs too much. 

The significant and trying feature of 
this program, it was said, was that there 
was no proof in support of the bald 
statements. Coming from a presumably 
unbiased group of men representing one 
of the most respected and influential 
universities in the country, these unsup- 
ported statements, underwriters said, 
are accepted at their face value, whereas 
the truth is that the subject matter is 
highly controversial and of a nature not 
possible of debate are so large a scale as 
in a radio broadcast even if both sides 





were competently presented. 








IN THE SOUTH AND SOUTHWEST 





“Deposit Investment” Bill 


Unusual Measure Introduced in Texas 
Legislature—Another Bars Outside 


Reinsurance 








A bill introduced in the lower house 
of the Texas legislature would require 
that every life policy providing for en- 
dowment, limited payment, retirement 
income, life income and similar policies 
sold in Texas shall provide that all pre- 
miums paid on such policies over and 
above the ordinary premium charged by 
the same company for an ordinary life 
policy for the same amount on the same 
insured, shall be designated in the policy 
as investment deposit, and providing that 
the investment deposit shall be the prop- 
erty of the insured and bear interest at 
the rate of 3% percent per annum; that 
investment deposits may be withdrawn 
on demand of the insured and upon the 
death of the insured the investment de- 
posit shall be paid in addition to the face 
of the policy. 

Another bill provides that no life com- 
pany organized under the laws of any 
state other than Texas, or under the 
laws of any foreign country, may rein- 
sure the entire outstanding business of 
any solvent life company organized un- 
der the laws of Texas or acquire all or 
substantially all of the assets of any such 
Texas company. 





Consistent Work Done 


A statement from T. F. Treadway of 
the Augusta, Ga., office of Lorick & 
Vaiden, general agents of the Missouri 
State Life, serves as a definite answer 
to the question some agents are asking: 
Can business be written today? Mr. 
Treadway’s statement attached to an ap- 
plication which he had just written 
reads: 

“This $4,000 app written today makes 
80 consecutive days of production. My 
goal is at least 100 consecutive days.” 

Mr. Treadway was the leading repre- 
sentative of the entire Missouri State 
Life agency organization in January, in 
both volume and number of applications 
written, 





New Tennessee Legislation 


NASHVILLE, TENN., March 2.— 
With the resumption of the Tennessee 
legislature after a recess, two new life 
insurance bills were offered and passed 
first reading in the senate. One pro- 
vides that the life insurance of a mother 
or wife shall go to her children or hus- 
band free from her debts. The other 
Provides an exemption from payment of 
inheritance tax of $40,000 of life insur- 
ance received by Class A beneficiaries 
of the deceased from policies made pay- 
able to estate. 


Alabama Fraternals Elect 


BIRMINGHAM, ALA., March 2.— 
L. H. Longshore, Montgomery, was 
elected president of the Fraternal In- 





Birmingham, was named vice-president, 
and Eli Adams, Birmingham, secretary- 
treasurer. The next meeting will also be 
held in Birmingham. Commissioner 
Greer spoke. 


Files Tax Suits 


NEW ORLEANS, March 2.—George 
Montgomery, Louisiana state tax col- 
lector, has filed a number of suits to 
collect $362,644 in premium taxes, which 
he alleges are due from life companies. 


Make Commissioner Receiver 


OKLAHOMA CITY, March 2.—The 
insurance commissioner would become 
the receiver for any insurance company 
operating in Oklahoma, and receivership 
action would be begun by the attorney 
general, under a bill introduced in the 
Oklahoma legislature. In case a foreign 
company is placed in the hands of a 
receiver in another state, then the Okla- 
homa commissioner would take charge 
of its business in this state. 











Opens New Concord District 


The Imperial Life of Asheville, N. C., 
has opened its 19th district in the home 
state, the only one in which it operates, 
at Concord, N. C., under Manager C. C. 
Quinn, formerly assistant manager in 
the Rocky Mountain territory. The 
Imperial writes both industrial and ordi- 
nary and has about $800,000 premiums 
in North Carolina. 





The Atlantic Life has appointed B. F. 
Witmer as district manager at Harlin- 
gen, Tex. 








NEWS OF LIFE POLICIES 


New Policies, Premium Rates, Dividends, Surrender 
Values and all Changes in Policy Literature, Rate 

. ete. nting the “Unique Manual- 
Digest,” publi annually in May at $5.00 and the 
—_ Gem” published annually in March at $2.00 























To Increase “Non-Par” Rates 





Aetna Life, Travelers, Connecticut Gen- 
eral Changes to Become Effec- 
tive April 1 





The Aetna Life has announced that 
it will make a slight increase in non- 
participating rates, effective April 1. 
When the Travelers near the end of last 
year announced an average increase of 
4 percent at older ages, it was rumored 
the Aetna would take similar action early 
this year unless investment appreciation 
made this unnecessary. The Travelers 
as it happened after making the an- 
nouncement did not actually put the in- 
crease in force, but is expected to do so 
also about April 1. 

In the case of the Aetna, it is said 
there will be little change in rates below 
age 30 or above age 55. Between ages 
31 and 55, the advance will range from 
3 to 8 percent, probably averaging 
around 4 percent. There also will be a 





surance Congress of Alabama at the an- 
nual meeting here. Mrs. Selina Wright, 


change in women’s life income plan. The 
rate is to be increased materially and 








Claris Adams 
Executive Vice-President 


Clarence L. Ayres 
President 





AGENCY OPPORTUNITIES 
in 
INDIANA 
and ILLINOIS 


OHIO 


Liberal Commissions 


Complete Line of Policies 








AMERICAN LIFE 


INSURANCE COMPANY 
DETROIT, MICHIGAN 




















And Now— 


Monthly Premiums! 


Agents, profiting by 
the exceptional money-making oppor- 
tunities of our Golden Rule Contract, 
now may place Monthly Premium 
Policies, as well as those on the An- 
nual, Semi-annual or Quarterly basis. 


A Monthly Premium Depositing 
Plan is certain to be popular in times 
like these. 


Columbus Mutual Life 
Columbus, Ohio 
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IN LIFE INSURANCE 


A Dollar’s worth for every Dollar 

regardless of tind of policy a 
A $1,000.00 Endowment Policy, any age at issue, guarantees 
$1,961.54 plus Dividends in event policy becomes a claim the year 
it matures. 

Our Twenty Payment most remarkable policy of all—too much 
to write about in this advertisement. 

We have Ordinary with and without Cash accumulation. With- 
out cash value it furnishes Pure Protection Life insurance at non- 
perticipating rates but on a participating basis—it is estimated 
dividends will amount to 50% within a few years, based on actual 
experience past five years. 

Juvenile Policies—Ordinary, Twenty Payment and Endow- 
ment from birth, with all the fine features of our Adult Policies. 

Many other forms of Policies equally attractive. 

Operating in Illinois, Michigan, Indiana and Missouri. 


NTERSTATE RESERVE 
LIFE INSURANCE 
COMPANY 

Mutual Legal Reserve Life Insurance 


Ten East Pearson Street : : : Chicago 











General agencies 
await YOU 


Are YOU ready to 

enlarge your world? 
We have excellent General Splendid contracts—strong 
support—Council Bluffs, Iowa; 
D 


avenport, Iowa; Rochester, 
Minn.; Lincoln, Nebraska 


WRITE US BEFORE MAKING A CHANGE 
CEDAR RAPIDS LIFE INSURANCE COMPANY 


CEDAR RAPIDS, IOWA 
Jay G. Sigmund, Vice-President and 
Agency Director 


agency openings in Nebraska, 
Minnesota and Iowa. 


Col. C. B. Robbins, C. B. Svoboda, 
President Secretary 























1o9% INCREASE ~~ 


ae /932 over /93/ 





®in the sale of -- 
Retirement Income 


Policies--~ they $€ Mf f 


The Lincoln National Life Insurance 





Company fort Wayne. Indiana 











also maturity values. At present these 
are the same as for men. The Connecti- 
cut General will increase non-par rates 
an average of 5 percent April 1. 


Mutual Life of Baltimore 


The Mutual Life of Baltimore has dis- 
continued writing participating policies. 








During the last two years it has confined 


— 


itself very largely to nonparticipating, 
It has now added to its sales kit a 19. 
year convertible and nonrenewable term 
policy. 





United Mutual Life 
The United Mutual Life of Indianapo. 
lis is continuing its same dividend scale 
this year. 








NEWS OF LIFE 


ASSOCIATIONS 





Sales Congress at Columbus 


Muhlberg Discusses Medical Directors’ 
Responsibility—Keplar, Schriver and 
Jaqua Among Program Headliners 








COLUMBUS, O., March 2.—Life 
men from ail sections of Ohio attended 
the Columbus Association of Life Un- 
derwriters’ sales congress. J. B. Davis, 
president, presided at the morning ses- 
sion; C Doyle, vice-president, at the 
luncheon, and S. R. Fraher, Ohio na- 
tional committeeman, at the afternoon 
session. 

L. O. Schriver, Peoria, Ill., third vice- 
president National association, spoke on 
“The Philosophy of a Pragmatist.” 
Other speakers were: A. R. Jaqua, asso- 
ciate editor “Diamond Life Bulletins,” 
on “Prospecting in 1933;” E. L. Carson, 
Milwaukee, Equitable Life of New York, 
“Will the Financial Structure of Life 
Insurance Stand the Test of the Fu- 
ture?” J. M. Keplar, Elkhart, Ind., 
Bankers Life of Iowa, “The Life Under- 
writer as an Estate Engineer;” Dr. Wil- 
liam Muhlberg, Union Central Life, “Se- 
lection Under Present-Day Conditions;” 
C. M. Biscay, Western & Southern Life, 
“What Is Expected of the Life Insur- 
ance Man of the Future.” 


Discusses Medical Directors’ Work 


Dr. Muhlberg discussed the responsi- 
bility of the medical director to the 
agent, to the applicant and to the com- 
pany. Medical directors are constantly 
studying their experiences so that they 
may deal justly with both applicant and 
company. Medical directors are very 
reluctant to decline a rate or risk unless 
they feel that the facts compel them to 
take such action. On the other hand, 
he said, a medical director cannot, in jus- 
tice to his company, recommend unde- 
sirable cases, because that necessarily 
means financial loss to the company. 

In his address on “The Life Under- 
writer as an Estate Engineer,” Mr. Kep- 
lar pictured the distress that now pre- 
vails in this country and then asked: 
“What would conditions be like in this 
country today if you, and your fellow 
underwriters, had not persuaded the 
American public to invest in more than 
the 100 billion dollars of life insurance 
now in force?” He declared that the 
investment in life insurance is coming 
back today as it always does in the hour 
of most need. 

“During the last three years we have 
been the victims of the prophets of 
doom,” Mr. Schriver said in his address. 
“The economic aspect of the depression 
has been over publicized and there are 
many among us who feel the victim will 
never get well. I believe that in the 
days that are ahead of us our successes 
will be measured more largely in terms 
of service than in the things that we 
possess.” 

“Because of the conditions that now 
exist, we, as underwriters, have our first 
real opportunity to tell the American 
public why life insurance has been, is 
and will continue to be safe,” Mr. 
Carson declared. Life insurance offers 
“the one great element so necessary and 
now absent from every other business: 
namely, permanency. It affords more 
sales opportunities than any other sales 
work today and through the renewal 
contracts offered, it affords the man an 
opportunity to guarantee his own finan- 
cial independence in the future.” 





New York Congress Program 





Notable List of Speakers Announced for 
All-Day Session to Be Held There 
March 9 





NEW YORK, March 2.—The New 
York City Association of Life Under- 
writers has announced its program for 
the sales congress at the Hotel Astor, 
March 9. W. E. Barton, president of 
the association, will be the first speaker 
R. S. King, general agent Union Cen- 
tral Life, Indianapolis, will talk on “The 
Final Push.” Milton Herzberg, assist- 
ant agency manager Equitable Life of 
New York, will be the next speaker 
There will be a dozen answers to a 
dozen objections by H. G. Cundell, Con- 
necticut Mutual; T. H. Hodgkinson, 
New England Mutual; F. O. Janke, 
State Mutual; W. M. McDaniels, Aetna; 
E. E. Maneck, Massachusetts Mutual; 
J. C. Parker, Provident Mutual; W. E. 
Reeve, New York Life; Leon G- Simon, 
Equitable; E. A. Smith, Mutual Life 
G. G. Terriberry, Mutual Benefit Life; 
N. M. Way, Northwestern Mutual—led 
by Grant L. Hill. 

Vice-President F. H. Davis of the 
Penn Mutual will be the last speaker at 
the morning session. 

In the afternoon six nationally known 
personal producers speaking from afar 
over the radio will talk. E. J Wilson 
of the Penn Mutual Life will speak. A 
sales demonstration will be given by 
Hubert Davis, agency inspector Union 
Central Life, and George Bobbe, Guar- 
dian Life. The closing address will be 
given by Dr. F. B. Robinson, president 
College of the City of New York. 

*x* * * 


Gammon Elected President 
by Florida Underwriters 





S. F. Gammon, north Florida district 
agent of the Prudential, was elected 
president of the Florida Association 0 
Life Underwriters at its annual sales 
congress at Jacksonville. H. R. Payne, 
Miami, was elected vice-president, 4. 
L. Johnson, Jacksonville, secretary- 
treasurer. 

About 150 agents attended the sales 
congress. Roger B. Hull, managing 4: 
rector National association, spoke at the 
banquet. The congress speakers 1! 
cluded G. H. Harris, superintendent 0! 
agencies Sun Life of Canada; Frank +. 
Jones, vice-president Equitable Life o 
New York; Harvey Payne, Miami; L 
R. Nicholas, Tampa; G. B. Morrisot, 
St. Petersburg, and W. S. Rodgers 
Lakeland. 

*x* * * 


North Dakota—At the meeting of tht 
North Dakota association, Feb. 25, H. W. 
Geary, president Merchants Nation 


Bank of Fargo, spoke on the “Stabilit! 7 


of Life Insurance.” He told of his eat!’ 
experience in taking out three $5,00 
policies on a 20-year payment bass 
These policies are now paid up and be 
has added to them as his responsibilities 
have increased. Speaking of farm mor | 
gages he said that there must be an a: | 


justment, scaling down or lowering of * 


interest before the situation will im | 
prove. He stressed the desirability “" 
having strong surpluses these days 


said adjustments can be made out 


surplus. 
*x* * x 


Missouri—Chester O. Fischer, St. Loui 


general agent of the Massachusetts Mu © 
temporary 5 


tual Life, has been made I A 
chairman of the newly formed Missov" 
state association. J. G. Callahan is te” 
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porary secretary. The first annual meet- 
ing Will be held in St. Louis, April 21, 
immediately preceding a sales congress 
which is to be held by the St. Louis asso- 
ciation. The day’s program will prob- 
ably be designated as the first Missouri 
life insurance day and will be the fore- 
runner of annual meetings of the same 
nature. 
* * * 
O.—At the February meeting 
Russell Moore, agency supervisor Mid- 
land Mutual Life, used blackboard 
diagrams in demonstrating “Four Phases 
of Life Insurance,” which he labeled as 
time control, prospecting, presentation, 
and motivation. T. J. Kimberley, Pru- 
dential, told of a million-dollar group 
eontract closed by his office with the 
First-Central Trust Company. 
*x* * x* 

Boston—A membership drive is being 
planned for the next month and a half. 
Agencies have been divided into two 
classes according to size and prizes will 
be awarded to the agency having the 
highest percentage of members when the 
contest closes April 15. Representatives 
of various Boston agencies met with as- 
sociation executives to plan the drive. 

*x* * * 

Montgomery, Ala. — At the annual 
meeting F. B. Fisher, district manager 
Mutual Life of New York, was elected 
president, succeeding D. A. Holloway, 
New England Mutual Life. E. J. Meyer, 
general agent Massachusetts Mutual 
Life, was chosen vice-president, and Wil- 
liam Lawrence, Equitable Life, was 
elected secretary-treasurer. 

*x* * * 

Houston, Tex.—At the February lunch- 
eon meeting H. G. Bullock of the Bishop- 
Wyall Company of St. Louis spoke 
briefly, and H. G. Hewitt, state manager 
Northwestern National, gave an interest- 
ing and instructive demonstration of the 
sales material on “Selling Incomes.” He 
cited several instances of lump sum 
settlements becoming dissipated, where 
a monthly income settlement would have 
done that which the proceeds were in- 
tended for, take care of the beneficiary 
for life. 

The association now has a membership 
of 102 men and women, the largest 
since 1927, 


Akron, 


*x* * * 

Anniston, Ala.—When R. B. Hull, man- 
aging director National association, 
visited Anniston the local association ar- 
ranged a joint luncheon of the Inter- 
Club Council, composed of the Kiwanis, 
Rotary and Civitan Clubs and the cham- 
ber of commerce. About 125 business 
and professional men attended. 

A dinner meeting was held for life 





underwriters only, with a large attend- 


ance of local men and a number from 
Gadsden and Talladega. 

E. L. Rivers, Mutual Benefit Life, is 
president; W. H. Wilson, Life & Cas- 
ualty, vice-president, and R. L. Pender- 
grass, Massachusetts Mutual, secretary- 
treasurer. 

* * * 

Detroit—T. B. Macauley, president Sun 
Life of Canada, has been added to the 
March 17 sales congress program. J. M. 
Keplar, district agent Bankers Life of 
Iowa, Elkhart, Ind., will talk on “Creat- 
ing Estates Through Estate Engineering.” 

*x* * * 

Toledo—Claris Adams, executive vice- 
president American Life of Detroit, will 
address the sales congress March 25 on 
“Present Trends.” 

*x* * * 

Little Rock, Ark.—J. Burton Webster, 
regional superintendent of agencies 
Penn Mutual Life, spoke Feb. 24. He for- 
merly was vice-president and trust offi- 
cer of the American Exchange Trust Co., 
Little Rock, and joined the Penn Mutual 
two years ago as conservation officer. 

*x* * x* 

Sheboygan, Wis.—A life underwriters 
association has been organized with Earl 
Trowbridge as president; E. C. Bryan, 
vice-president, and C. J. Heald, secre- 
tary-treasurer. Abner Heald, national 
committeeman, and Alvin Moser, both of 
the Milwaukee association, attended the 
preliminary meeting. 

x* * * 

San Francisco—Charles C. Thompson, 
president of National association, spoke 
at a meeting in his honor this week. 


ee 
Philadelphia—The Philadelphia asso- 
ciation is making big plans for its an- 
nual sales congress at the Bellevue- 
Stratford, March 16. R. U. Hergesheimer 
is the chairman on arrangements, the 
theme being “Building on Old Founda- 
tions.” The speakers are: “Prospect- 
ing,” Frank M. See, New England Mu- 
tual Life, St. Louis; “40-40-14-1,” R. P. 
Thierbach, Northwestern Mutual Life; 
“Our Tomorrows,” D. R. Mason, Aetna 
Life; “Getting Back on to Main Street,” 
Roger B. Hull, National Association of 
Life Underwriters, “What Price Success,” 
BE. F. Corborn, Connecticut Mutual Life, 
and “Answering Objections and Closing 
the Sale,” Frank M. See. 
a: 2 2 
Atlanta—Roger B. Hull, general coun- 
sel National association, spoke at the 
February meeting. He criticized indus- 
trial managements for having taken out 
profits which were out of proportion 
with business and left the masses of 
people without adequate purchasing 
power. 
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Robertson Law Not Imperiled 


Speakers at Banquet of Great Ameri- 
can of San Antonio Say Texas 
Statute Is Safe 


_ Two or three speakers at the banquet 
in San Antonio which concluded the an- 
nual convention of the Great American 
Life of that city, expressed the belief 
that the Robertson law of Texas will 
not be repealed. They were taking cog- 
nizance of the agitation for repeal, 
which is being heard. Lieutenant Gov- 
ernor Edgar Witt said the Texas laws 
encourage life insurance organizations 
within the state and help the people of 
Texas to insure with Texas companies. 


Senator Defends Measure 


_State Senator Joseph Moore of Green- 
ville, who is a director of the Great 
American Life, said that the Robertson 
law is fair and will remain on the books. 
He said that it is the bulwark upon 
which the Texas companies have 
builded. 

The new life insurance commissioner, 
- L. Daniel, said that the Texas com- 
pani€s are in a position to stand the 
Strain for a long time. 

Other speakers were Mayor C. M. 
Chambers of San Antonio, J. K. Be- 
retta, president of the National Bank of 
Commerce of San Antonio; Porter 
Whaley, manager of the San Antonio 
chamber of commerce. The toastmas- 


ter was Sylvan Lang, general attorney 
for the company. 

An amusing interlude at the banquet 
was the introduction of the lieutenant 
governor by his brother, Attorney C. E. 
Witt of Waco. C. E. Witt made much 
fun at the expense of his brother and 
there was amusing by-play. Another 
brother, J. L. Witt, represents the Great 
American Life at Austin. 

The banquet was given at the end of 
a week’s activities, including a trip to 
Nuevo Laredo, Mex., for the Washing- 
ton holiday celebration. President C. 
E. Becker has a strong following. 


Mutual Benefit Conferences 


President Hardin and Other Officials 
to Meet General Agents in 
Six Gatherings 


Six two-day regional conferences of 
home office officials and general agents 
of the Mutual Benefit on financial funda- 
mentals of profitable agency operation 
will be held, beginning at Worcester, 
Mass., March 3. Other groups will 
meet during the month at Atlantic City, 
Asheville, N. C., Chicago, Sioux City, 
Ia., and Salt Lake City. 

President Hardin will attend one or 
two of the meetings, and Vice-presi- 
dents J. S. Thompson and Oliver Thur- 
man will meet every group. Other home 


in discussions are Floyd Zukswert, 
counts department, L. Sykes, V. W. 
Samms, G. F. Ream and E. H. Peter- 
son, field service managers. 


Monarch’s Instruction School 


A three-day divisional school of in- 
struction for general agents of the Mon- 
arch Life was held in Chicago last week, 
the general topic being “Induction of 
New Agents.” The school was conducted 
by C. W. Young, president; Col. J. W. 
Blunt, vice-president; Allen Crowell, 
agency secretary, and Francis Merritt, 
life efficiency supervisor. There were 25 
general agents in attendance, including 
those from New York City, Maryland, 
Detroit, Indianapolis, St. Louis, Chicago, 
Bloomington, Ill.; Minneapolis, Cedar 
Rapids, Ia.; Des Moines, Lincoln, Neb.; 
Kansas City, Mo., and Topeka, Kan. 


Wants to Revise Notices 


The need for putting more salesman- 
ship into conservation work was ex- 
pressed by F. W. White, assistant sec- 
retary Canada Life and president of the 
Life Insurance Conservation Association 
in a recent issue of the “Monetary 
Times.” Most of the premium notices 
are very ordinary looking printed slips 
and the companies in sending them out 
are passing up an opportunity to resell 





the policy. Although some companies 
insert leaflets or sales literature, Mr. 
White feels that the premium notice it- 
self should remind the policyholder that 
his life insurance is a real asset. The 
same procedure should be used in re- 
gard to policy loan repayment notices 
and loan interest notices. 


Must Find New Channels 


George L. Hunt, vice-president in 
charge of agencies of the New England 
Mutual Life, who is on an agency tour, 
in an address before the San Francisco 
General Agents & Managers Club gave 
the results of close observation of his 
company’s business and the channels in 
which business may be found under pres- 
ent conditions. He told of the changes 
which have taken place in ages of in- 
sureds, stating that the average age of 
all buyers of insurance in his company 
last year was 31 years, with the largest 
volume at ages 34 and 35. “Those who 
are now buying insurance,” he said, “were 
not old enough to take large commit- 
ments prior to 1929. We must seek out 
channels which are available under pres- 
ent conditions.” 

Proposed legislation which would di- 
rectly or indirectly affect life insurance 
was discussed by J. A. Sullivan, presi- 
dent San Francisco Life Underwriters 
Association. 
































Henry W. Buttolph, President 





Home Office Building 


We Offer 


1. Policies for all ages, 1 day to 70 years. 

2. Children’s Policies with Beneficiary Insurance. 
3. Family Income Protection Plan. 

4. Disability and Double Indemnity. 

5. Surgical and Dismemberment Benefits. 

6. Both Participating and Non-Participating. 

7. Non-Medical—Sub-standard. 

8. Sales Planning and Circularizing Department. 
9. Producers’ Club. 

10. Special Monthly Premium Payment Plan. 


Territory available in seven- 
<j teen states West of the Missis- 
sippi River, Illinois and Florida. 


Write for a copy of “FIELD FEATURES” 


J. DeWitt Mills, Superintendent of Agents 


| Central States Life 
Insurance Company 


HOME OFFICE: SAINT LOUIS 





George Graham, Vice-President 
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CALIFORNIA 
Barrett N. Coates Cari E. Herfurth 
COATES & HERFURTH 
CONSULTING ACTUARIES 
114 Sansome Street 437 So. Hill Street 
SAN FRANCISCO LOS ANGELES 
A. WESLEY JONES 


Consulting Actuary 
Annuity Specialist 
300 S. Brand Blvd. 
Glendale, California 
Phone: Douglas 3118 














ILLINOIS 
DONALD F. CAMPBELL 


CONSULTING ACTUARY 


160 N. La Salle St. 
Telephone State 7298 
CHICAGO, ILLINOIS 




















| L. A. GLOVER & CO. 
Consulting Actuaries 
128 North Wells Street, Chicago 


Life Insurance Accountants 
Statisticians 




















J. Charles Seitz, F. A. I. A. 


CONSULTING ACTUARY 


Legal Reserve, Fraternal and Assessment Business— 














228 North La Salle Street 
Phone Frankiin 6559 Chlease | 
INDIANA 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 














HARRY C. MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 








MISSOURI riray | 


ALEXANDER ¢. GOOD 
Consulting Actuary 
615 Trust Co. —s Jefferson City, 


an 
800 Security Building,, Kansas City 




















NEW YORK 








MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue » New York City 











PENNSYLVANIA 


FRANK M. SPEAKMAN 


Consulting Actuary 
Associates 
Fred E. Swartz, P. A. 
E. P. Higgins - 








THE BOURSE PHILADELPHIA 


CLAY W. HAMLIN 
“DEFINITIZER” SYSTEM | 


Manual for the manager on Mr. 
cemlate time contral plane and 3 copioe 
Insurance R & R Service 




















Indianapolis, Indiana 














Banks’ Moratoria 
Creating Problem 





(CONTINUED FROM PAGE 1) 


a month to permit bridging the gap. 
Grace periods are being extended. 
George Robinson, executive secretary 
of the Baltimore Life Underwriters As- 
sociation, said no life policies would 
lapse ‘because of the bank holiday. 
These days being legal ‘holidays, he 
added, possible lapses will be protected. 


SITUATION IN MICHIGAN 


LANSING, MICH., March 2.—Most 
life companies notified the Michigan de- 
partment of emergency steps to protect 
policyholders by extending the grace 
period a few days or accepting checks 
on closed banks. Indefinite extension 
of the moratorium and limitation of 
withdrawals, in most cases, to 5 percent 
of deposits, caused a graver situation. 

Most companies extended grace only 
for 10 or 15 days and this time is now 
expiring. Companies are faced with the 
necessity to return checks to the makers 
and demand cash. Many companies, 
however, early this week announced 30- 
day extensions. 

Few companies anticipated a lengthy 
bank holiday and the temporary meth- 
ods of meeting the situation are now 
likely to prove inadequate. 


Situation Is Ticklish 


The delay in terminating the mora- 
torium is occasioned by danger of ruin- 
ing the state’s entire banking structure 
if restrictions are thrown off without 
adequate laws to safeguard individual 
banks in cases where it appears the 
strain will be too great. The morator- 
ium shook public confidence in the 
banks and withdrawals would un- 
doubtedly be heavy if unrestricted op- 
erations were permitted. Several strong 
bills to relieve conditions have been in- 
troduced in the legislature. A minimum 
of 10 days is required to pass any act 
during a regular session. 

One bill contains controversial pro- 
visions, which are delaying its approval 
in committee. It would give the bank- 
ing commissioner broad powers subject 
only to approval of the governor and in 
some cases the attorney general. When 
a suitable bill is enacted, however, it is 
believed that a permanently stable bank- 
ing structure in the state will be as- 
sured as it will be possible to segregate 
quick and slow assets, confining opera- 
tions to those based on liquid assets and 
permitting banks to meet any with- 
drawal demands promptly and without 
jeopardizing their status. 


OHIO EXECUTIVES SUMMONED 


COLUMBUS, O., March 2.—Theo- 
dore Tangeman, director of commerce 
of Ohio, has called a meeting at his 
office this week of insurance company 
executives to discuss the insurance prob- 
lems produced in the financial crisis. It 
is assumed that the increased demand 
for policy loans is to be the major ques- 
tion. 


RESTRICTION IN CINCINNATI 


Tuesday morning when all but two 
Cincinnati banks restricted withdrawals 
to 5 percent of client’s deposits at the 
close of business Monday, life officers 
started plans to care for policyholders. 
The Pacific Mutual, on receipt of pol- 
icyholders’ checks, issued a provisional 
receipt making payment binding on the 
company only if the check is honored 
by the bank not later than March 5. 
Otherwise extension agreements will be 
sought. In other cases, the office ac- 
cepted whatever cash could be obtained 
to keep policies in force. It was ar- 
ranged to have a larger supply of cash 
on hand than usual and paid annuity 
and disability demand from this cash 
supply. No unusual increase in policy 
loans was reported. 

In most offices the demand for policy 
loans increased markedly. One life 
company reported the demand doubled 





Safeguard Thrifty 
in Farm Solution 





(CONTINUED FROM PAGE 1) 


and make a living out of it for him- 
self and his family. This is merely in- 
telligent common sense. 

“Journalists and sensational writers 
are easily affected by individual cases of 
hardship. These cases are written up in 
a sentimental way and get too much at- 
tention. Look at the facts! Mr. Eng- 
lund of the Department of Agriculture 
recently made some interesting state- 
ments which may be summarized thus: 


Facts Are Cited 


“*The growth of farm mortgages 
from 3% billions in 1910 to 9% billions 
in 1928 was largely a war and post-war 
development—farmers eager to buy land 
at inflated values. 

“*Nearly 60 percent of the farms in 
the U. S. are wholly free of mortgages. 

“Insurance companies hold about 23 
percent of the farm mortgages. 

“‘*About 750,000 individuals hold 
nearly three billions in farm mortgages 
—many of them active or retired farm- 
ers with savings of a lifetime of toil in- 
vested in mortgages.’ ” 

Mr. Moir also discussed the policy 
loans. Loans on policies taken five to 
25 years ago account for a large propor- 
tion of the total equity. He emphasized 
the viewpoint that the policyholder is 
really borrowing from his beneficiary 
and repayment of such loans should be 
held a paramount moral obligation. 








Monday and Tuesday and further de- 
mands were expected as the bank with- 
drawal restriction territory increased. A 
disturbing factor is that people are de- 
manding cash on their life policies be- 
yond immediate needs, some seeking en- 
tire cash value. Several offices reported 
the principal reason was desire to make 
sure of payroll accounts for March 4. 
The banks in Cincinnati are adhering 
strictly to the 5 percent withdrawal 
limit on payroll accounts. 


New Applications a Problem 


No way seems to have been devised 
for putting insurance in effect on an ap- 
plication without cash or an evidence 
of payment immediately convertible into 
cash, save by note, and few agents can 
afford to carry this risk now. Legal ob- 
stacles prevent taking care of new ap- 
plications on terms which can be ac- 
cepted for payment of premiums on ex- 
isting policies. 

The Ohio National Life is taking care 
of policyholders by obtaining extension 
agreements for 30 days whether or not 
there is cash value in a policy. All com- 
panies and offices first try to obtain a 
cash payment. 

The Western & Southern Life uses 
a receipt conditional on payment of 
checks deposited. The Union Central 
also is taking every step possible to 
serve its policyholders. One company, 
with offices in Cincinnati for some time 
has permitted policyholders to maintain 
policies in force by paying 5 percent a 
month on premiums due but requiring 
the entire payment be concluded within 
nine months after due date. This plan 
has worked well during the withdrawal 
restriction period. 

The Massachusetts Mutual's office in 
Cincinnati, following a plan used by 
that company where like conditions 
prevail, calls on policyholders to state 
in a letter when sending check in pay- 
ment for premium that funds are in the 
bank to meet the check. The grace 
period then is extended for the duration 
of the bank holiday but it is provided 
that the check must be good within two 
days after banks resume normal pay- 
ment, and also that the condition does 
not become nationwide or extend for an 
unreasonable period. 





The license of the Professional Life & 
Casualty of Indianapolis, an assessment 
concern, has been revoked by the state 
department. 





THIS 


SECRET 
SELLS MORE 
INSURANCE 


This secret will be found in 
“LOW-PRESSURE SELLING’ 
by Jas. A. Worsham, 

Over 4,000 copies have been sold. 
Read below a few of the many hun 
dreds of letters received from Life 
Insurance men. 

In this book a busy sales exect- 
tive reveals his secrets of success in 
selling — his tactics — his strategies 
covering a period of twenty years 
experience. 

“Low-Pressure Selling” is among 
the 15 books recommended recently 
by Mr. Jaqua of the Diamond Life 
Bulletins, as being a book that “every 
life man should know and digest.” 

“I have gotten more real good out of ‘Low 
Pressure Selling’ than any book or publication | 
rate Tony Some t all eokeen a 


J. Roberts, Field Supervisor, 
Great EL. Ins. cs. Des Moines, Is. 


“I consider Low-Pressure Selling a masterpiece 
on salesmanship. During my 16 years selling life 
insurance I have read many books but this ot 
classes them all. In putting these new ideas t 
work I called on a prospect I had been after 
unsuccessfully for five years and sold him i 
$6,000.00 policy.”” —Logan Perry, Insurance, 

Bloomington, Jn. 


“Low-Pressure Selling is an unusual book ani 
most interesting and helpful. am fascinated 
with it. Enclosed find check for 24 copies.” 

—Edwin R. Jeter, Asst. Manager, 
Equitable Life Assurance Soc., Rock Hill, N. C. 


“The Low-Pressure Selling ideas of M:. 
Worsham are certainly new and are not only a 
unusual slant on selling but most effective it 
practice.” 

—E. E. Hughes, National Life Ins. Co., 
Indianapolis, Ind, 


“I thought you would be interested in knowing 
that we have supplied all of our general agents 
with copies of ‘Low-Pressure , Selling.’ I har 
recommended it to dhe le -—™ 

J. Evans, Asst. Secy., 
Register Tie Tans. Co., Davenport, Is. 


“Low-Pressure Selling is one of the most inter 
esting and fascinating books on selling I have 
ever read. I shall recommend this unusual book 
to all of our men.’ 

—Fred S. Brynn, A 
National Life Ins. 


“I have spent 30 years in handling and 
structing salesmen. I have read volumes and ! 
want to say to you that Mr. Worsham 
this subject in a new way. It gave me a ne 
conception of selling.” 

. J. Thomassen, General Agent, 
Bloomington, Ill. 


ay Supervisor, 
aM ontpelier, Vt. 


“It is a pleasure to congratulate you on this 
We find it fascinating and interesting. It 
a many new and valuable suggestiow 
or us 
—H. P. Brandon, Manager Service Dept., 
Columbus Mutual Life Ins. Co., Columbus, 0. 


218 Pages packed full of intensely 
interesting selling experiences giving 
you a new vision of selling. s 
cloth bound, gold stamped. $2.5) 
prepaid. Satisfaction guaranteed. 


—_- 


The Insurance Book House 

420 East Fourth Street 

Cincinnati, Ohio 

Enclosed find my check for $— for which pleat 
send me — copies of “Low-Pressure Selling.’ 
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Round Table on Time Control 
Develops Some Valuable Tips 





A prominent underwriter recently was 
asked whether “time control,” the term 
which one hears these days in almost 
every gathering of life insurance men, 
was merely a catch-word of the profes- 
sion and in something the same cate- 
gory as “technocracy,” or really a fac- 
tor of importance in modern life insur- 
ance selling. He stated his opinion that 
it is the most important element in the 
sales end and the one method best cal- 
culated to lead life underwriters out of 
the slough of depression. 

He said it is one of the oldest prin- 
ciples of human existence, the art of 
doing a thing when it should be done; 
of working hard while one works and 
conserving one’s time. It is not new 
in life insurance. Successful under- 
always have practiced it, al- 
though perhaps not consciously and by 
In more concrete form it 
found its way into life insurance five or 
six years ago in the shape of daily re- 


| ports on calls and interviews, and was 


ridiculed by many persons because of 
the obvious ease of “watering” the re- 


ports, so to speak, by entering numer- 
ous calls and interviews to “please” the 
manager or general agent and conceal an 
afternoon at the movie or ball game. 


Huge Time Losses 
Caused Much Concern 


Those early experiences with time 
control were far from conclusive that 
it was anything more than another term 
in the new school of standardized life 
salesmanship. But the best minds in 
the business were brought to bear on 
the problem. It was obvious that time 
of agents must be controlled. Too large 
a proportion were arriving late at of- 
fices, spending too much time at their 
desks running over prospect cards, 
making telephone calls, consulting with 
the office staff. Perhaps this was the 
chief cause of the great turnover in 
agency ranks. 

In many offices unannounced checks 
were made by switchboard operators of 
comings and goings of agents. It was 
found that the worst offenders in this 
respect were the ones having greatest 
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production difficulties; that sales are 
made outside the office, not inside. A 
check in one large Chicago agency, for 
instance, disclosed an agent who spent 
rarely more than 55 minutes in solicit- 
ing nor made more than seven calls a 
day, many of them “outs” or nonpro- 
ductive. 


Business Reluctant to 
Change Old Methods 


It was a wrench for the business to 
come around to a method involving 
business efficiency and routine. The 
agent always had been considered “his 
own boss.” It was one of the chief 
arguments used by managers in selling 
life insurance to agency prospects. But 
that the business has come around is 
evidenced by the many hundreds of 
agencies throughout the country which 
make compulsory on all younger agents 
some method of daily reporting on work 
done, and even demand the same reports 
from veterans who are in production 
slumps. Some agencies are “hard- 
boiled” on this question, requiring daily 
reports from nearly all agents or can- 
celling contracts. 

It was long ago discovered that in 
most cases veterans must be treated 
differently from younger agents. The 
former often rebelled at making out the 
reports, a laborious mechanical task. 


Often they demonstrated they could be 
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PERTINENT FACTS 


Taken From 
Eighty-first Annual Report 
For Year Ending December 31, 1932 


Policy Reserve and Other Liabilities............... 


Received for Premiums........ 


Dividends Paid and Credited Policyholders........ 
Total Payments to Policyholders and Beneficiaries. . 


New Paid Insurance........... 


Assets and Surplus Both Increased in 1932 


BERKSHIRE LIFE INSURANCE 


INCORPORATED 1851 


selling much insurance in the time thus 
“wasted.” After all their function was 
to sell insurance, whatever the method. 


Younger Agents Set 
Mark to Shoot at 


However, the younger men without 
preconceived notions of the business 
were willing to try the modern stand- 
ardized methods. The greatest factor 
in selling the idea of time control to 
the veterans has been the outstanding 
record of new organization everywhere 
during the depression. These younger 
men have done as they were told by 
supervisors; they had nothing to lose 
and everything to gain by doing so, and 
they have come through in a way to 
challenge the veterans. One of the 
chief problems in installing time control 
today, however, is that of convincing 
veterans that it is a basic law of human 
endeavor which they cannot afford to 
ignore and which will bring large divi- 
dends to one who follows it out con- 
scientiously. 

Daily report cards vary in their re- 
quirements of agents with the various 
companies and agencies, but from the 
early forms placing undue emphasis on 
mere calls and interviews these have be- 
come highly developed. Greatest em- 
phasis is placed on recording the num- 
ber of the call, whether first, second, 
third, etc. When a recapitulation is 
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9,583,418 
1,194,031 
6,980,602 
21,882,785 
225,086,553 

























co. 


PITTSFIELD, MASS. 











































20 





THE NATIONAL 





UNDERWRITER 


March 3, 193 











taken for the month, unproductive later 
calls stick forth like sore thumbs to con- 
vince the agent he should concentrate 
on first, second and perhaps third calls, 
and avoid the all too common practice 
of going around among a circle of old 
prospects who are easy to see and talk 
to but probably never would buy. 


Daily Report Card Sets 
Task for Each Day 


Another function of the report card is 
to set a daily stint. In a typical form 
there are ten numbered lines on which 
names of prospects to be seen are writ- 
ten. The agent must note whether the 
man was in or out, whether he was seen, 
whether an interview was obtained, 
whether a standardized talk was used, 
application and examination obtained, 
settlement, policy delivered or not. 
Finally opposite each name is a space 
for new names. The agent must get 
a certain number of these or he is called 
on the carpet. 

Some agencies start a new agent off 
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with 100 good names. As he sells some 
of these or checks them off the list for 
other reasons he must keep the list up 
to the full 100 by obtaining new leads. 
The average agency however provides 
50 names or requires the agent to pre- 
pare these, ten for each day in the week. 
Some agencies are more _ concerned 
whether the agent contrived to get 
through the approach, through the pre- 
sentation; whether he tried for one 
close; how many closes he attempted. 
A number of agencies go further and 
require report on objections which 
stumped the agent. These are talked 
over later and effective answers sug- 
gested. 

Some companies have gone into the 
study of time control in an elaborate 
way, such as the Northwestern Mutual 
with its great field survey covering a 
million or more man-hours. All has 
gone to demonstrate conclusively that 
time control is here to stay and that 
the modern agency, unless it is com- 
posed, as are some, almost exclusively 
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of large producers who have their own 
methods and could not be whipped into 
line without cramping their sales ability, 
would profit to install some form of 
time control. 

It is significant, however, that a num- 
ber of “millionaires” in various sections 
of the country have maintained elabor- 
ate daily records of calls and results 
for many years, finding these a useful 
means of comparison and a spur to ef- 
fort. i 


Chicago Life Supervisors 
in Round Table Session 


The subject was taken up exhaus- 
tively at a round table of the Life 
Agency Supervisors Association of Chi- 
cago. I. B. Jacobs, veteran of the Hei- 
fetz agency, Mutual of New York, pre- 
sided. He stated that time control is as 
old as life insurance. “If I had not 
conserved my time,” he said, “I would 
not have been able to stay in life in- 
surance 22 years. Men should not start 
in life insurance unless they intend to 
make a business of it and plan defi- 
nitely. From the very nature of the 
business we have done away with the 
time clock and pay check. That is our 


greatest danger. Many men are not 
good bosses of themselves.” Other 
views were: 

Harry Anderson, Rockwood Com- 


pany, Travelers general agents: “Before 
we have time control we must have a 
type of man willing to accept it. He 
must be a good self-manager. We use 
an analysis chart with plus and minus 


qualities. We try to emphasize the 
plus qualities. We believe it is not pos- 
sible to spur the men to production 


merely by reports; they must be stim- 
ulated as well by ideas.” 

E, J. Grandson, Union Central: “We 
require daily records. It was found that 
one agent made 125 calls in a week, of 
which 56 were third, fourth and subse- 
quent calls and produced no business. 
All his sales were on first and second 
calls. We find it very difficult to get 
the men interested in the value of daily 
reports. Then too, some are prone to 
‘water’ their reports.” 

. F. Schuster, Houze agency John 
Hancock: “We tell all our new men 
if they will keep a record and do what 
we tell them, we can practically guar- 
antee they will achieve some success. 
We keep a record for all men, footing 
totals weekly and monthly, and can go 
over the cards and tell where the man 
lost money. We determine how much 
he wants to or must make to live, what 
his calls are worth, and thus prove to 
him what he has to do. The new men 
must be directed, their time conserved. 
We stress the value of Saturday after- 
noon and evening calls. 

A. J. Schweitzer, W. A. Alexander & 
Co., Penn Mutual: “Our reporting sys- 
tem is compulsory. We met small re- 
sistance in installing it, but had to sell 
the idea. We use Clay Hamlin’s ‘De- 
finitizer.’ We maintain a chart for each 
man showing a red line for the time in 
office and blue line for outside. We find 
this red line helps keep them outside. 
The reports are compiled and an accu- 
rate value placed on calls for each man, 
calculated for first, second, third, etc., 
calls. Some agents ‘water’ reports but 
this usually shows up. Many have pet 
groups of prospects but the reports 
quickly show whether a man is circling 
or circulating.” 

E. S. Rappaport, assistant manager 
Pacific Mutual: “There are two ways 
to put time control over, either compul- 
sory or by a sales campaign. The lat- 
ter may require several months. Three 
Pacific Mutual agencies put time con- 
trol on a strict disciplinary basis, and 
we look wpon these as our outstanding 
agencies. We started analysis on an 
agent’s budget basis. The men signed 
a pledge to maintain daily and weekly 
reports but many as yet are not doing 
it. New men can be disciplined. We 
find old men cannot be. Our method is 
to pick key agents who will lead the 
rest.” 

Z. C. Yates, Union Central: Our big- 
gest producers practice time control but 
do not put it down on paper. I don't 


obtain the business addresses. 





Estate of $32,000 Created 
by Family Income Contrag 






A striking illustration of operation g 
benefits in the family income policy g. 
curred a few days ago in Chicago with 
the tragic death of J. C. Waldron, cop. 
struction engineer for the Otis Elevatg 
Company, who on an inspection trip jg 
the Century of Progress grounds in cop. 
nection with installation of elevators jg 
the “sky ride,” one of the outstanding 
features of the fair, was struck by 
timber which fell more than 500 feg 
from the top of one of the two grey 
towers. Mr. Waldron applied for $19. 
000 family income in January with J.T 
Van Meter, associate general agent Penp 
Mutual in Chicago. He was examine 
Jan. 10, the policy was delivered Jan. 2 
Mr. Waldron was killed Feb. 25, only % 
days later. His wife and three childres 
will receive $100 a month guaranteed 
for 180 months, or 15 years, a total o 
$18,000; then, a guaranteed final cash 
payment of $10,000. In addition, the 
will receive surplus interest over the 
next 15 years, which on the present be- 
sis is estimated to be $22.46 a month, or 
a total of $4,042. The total estate valu 
for the family, all but the $4,042 guar. 
anteed, is $32,042. This represents 
1,733 percent yield to the family on the 
premium of approximately $550. 
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believe it is possible to force all to use 
it. Some agents are not bookkeeper 
but they can sell life insurance. It isa 
good idea for new men, however, as it 
is necessary for them to establish good 
habits. I believe salesmanship can be 
systematized too much. Some men are 
so busy writing life insurance they 
haven't time for such a system. After 
all, we are not mainly concerned how 
men get business, just so they get it, 
and honestly.” 

Wayne Meigs, Meyers general agency 
New England Mutual: “We do not have 
an organized time control system. Hovw- 
every, we tried it out on an old agent 
who always had done as he pleased and 
was starving to death. He promised to 
report faithfully. We gave him a list 
of 40 home addresses in Evanston, Ill, 
and required that he call at the homes 
personally; he could not telephone to 
get information. He had to go there te 
Out o 
the 40 he sold five applications for about 
$2,000 premiums. Now he keeps daily 
records religiously and is doing well.” 

Harry Walters, supervisor Stumes & 
Loeb, Penn Mutual, and past president 
supervisors’ association: “The high av- 
erage production of the men in our 
agency —around $350,000—creates 3 
problem in enforcing time control. One 
of our agents paid for $1,343,000 last 
year without maintaining a record, but 





he exercises time control. Such a sy 
tem however is made a part of our 
course of instruction for new men. One ’ 
of the ways to sell such a plan % 


through a good, simple mechanical set- 
up, such as the Diamond Life Bulletins 


*1-2-3-4’ card system, which I consider 
the cream of them all.” 
Leaves the English Field ‘ 
The Metropolitan Life has decided 0 ( 
close its British organization. It did @ 
group business in that country and has ¢ 
turned its .existing business over to 3 
British company, the Legal & Genera! é 
The Metropolitan Life was the pioneef 
in writing group insurance in England t 
It started three years ago and since then 
industrial activity has steadily declined , 


It feels the chance of making any prott 
has passed and so it retires from that 
country. 











General Agency For Oklahoma Wanted 
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Have established agency force. Can furni $ 
references as to financial responsibility, produciné 
ability and character. Want connection wit liable 
progressive company writing wide variety 1e@> 
including policies for children Immediat fue 
tion assured Address X-26, The Natior Under 
writer. 














